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Minimum Valuations of All Vessels 
for Insurance Purposes 
Been Increased 
DUAL VALUATION SCALE 
This Applies to the Older Ships; 
Strikes and War Risks Covered 
Only by Special Agreeménts 





Great Lakes marine underwriters on 
Monday of this week released to brok- 
ers copies of the Underwriting Princi- 
ples for the Great Lakes insurance sea- 
son which starts officially on April 15 
at midnight. While there are no changes 
contemplated in the policy forms and 
endorsements, there are several changes 
in the underwriting principles. 

Valuation of vessels for insurane:: pur- 
poses has been increased for the com- 
ing season. Heretofore, bulk freighters 
have been valued at $70 per gross ton. 
This year the value is $75 per gross 
ton. Self-unloaders have been increased 
from $85 per gross ton to $92 per gross 
ton. The basic value of tankers was 
similarly increased from $85 to $92. 


Additional Increases Expected 
This valuation basis is the minimum. 
Underwriters, foreseeing that some 6wn- 
ers may value their vessels in eXeess 
of these minimums, in view of pré@Sent 
day conditions, have provided thatthe 
foregoing hull valuations may bein- 
creased by the payment of the hull Bate 
on all increases up to 30% of the valua- 
tion and increases above that percentage 
to be paid for, 50% at the hull rateand 
50% at the disbursement rate. 
As is customary, all vessels , 
twenty-five years of age except w 
appraised at the insured valuation or 
higher are subject to a dual value, 
amount is paid in the case of a tétal 
loss instead of the insured valuéi» In 
line with the increased insured vashes, 
underwriters are granting a 15% incgease 
in the dual valuation scale. No 7 
tional premium is required for the in- 
crease in dual values up to 15%. 
Disbursement-Dual Values 
Foreseeing that some owners of vessels 
may wish to insure their vessels in excess 
of the dual values, underwriters have*this 
year made provision for ‘this contingency 
in the underwriting principles for the 
1941 season. - 
Where it is desired by assureds to: in- 
Crease values above the dual valuation 
arrived at'on the preceding basis,same 
may only be done by special agreement 
(Gontinued on Page 33) ' * 
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AN AUTO OWNER 
WAS PLEASED.... 





“I was more than pleased with the prompt loss 
adjustment I received under my London & Lan- 
» cashire Comprehensive Automobile policy. I had 
« been carrying only fire and theft, when your 
agent recommended the Comprehensive form. 
You can bet I am grateful—for his advice spared 
me a big loss when the New England fiood did 
considerable damage to my car.” 





are constantly informed of all latest 
developments—modern policies to 
meet the ever-changing needs of 
their clients and prospects. 


Changing conditions call for up-to- 
date insurance forms. By close con- 
tact with the Home Office, London 
& Lancashire agents and brokers 


London & Lancashire 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. + ORIENT 
INSURANCE COMPANY + LAW UNION & ROCK INSURANCE COM- 


LONDON & 


f LANCASHIRE 





PANY, LTD. » SAFEGUARD INSURANCE COMPANY OF NEW. YORK GROUP 
STANDARD MARINE INSURANCE COMPANY, LTD. (FIRE DEPARTMENT) a 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


IT OF 4NSwaR’S 
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TNEC Rept rtDoesNat 
.. Recommend Federal’ 
Insurafrce Control 


Adopts Some SEC Proposals Such 
as Insurance Advisory Council 


at Wi \s ington 
MORE STA®E SUPERVISION 


Would Regulate Agency P 
Ask “Fundamental 
in Industrial 


The insurance business has been di- 
gesting this week the report to Con- 
gress by the Temporary National Eco- 
nomic Committee made Monday which 
culminates more than two years’ inves- 
tigation and hearings. On the whole it 
is pretty much what the business ex- 
pected from preliminary statements by 
the chairman, Senator Joseph C. O’Ma- 
honey. The committee did not follow 
all SEC findings as presented at the 





















New Ideas 


We like what’a certain shrewd sales official in life insurance 
asks when promotion of a certain selling idea is suggested: “Has 
it been tried in actual selling? Until it has, no matter hove well 
it glitters, it is not gold, it’s ore.” " 


5 
«Of course the selling idea has to get started sa ena 
somewhere, but the chances are that it will have to remain in‘an 
expérimental stage, as some enthusiast’s pet, until it preves its 
worth, before sales managers in life insurance will share. it with 
all and sundry. And that is a very healthy attitude of reception. 
fe " 


‘e+ The 
‘Many a “new” life insurance selling idea is like the provérbial 
jackknife, first a new handle, then a new blade, then another new 
blade, “but still the same old knife.” The old principle. of trial 
and error governs progress, and changes blend into changes. 4 . 
But sometimes, throtigh the years, a selling idea starts, changes, 
changes again, and finally, by the most natural process, becomes 
almost exactly what it Was when it began. And why not? A 
wagon wheel moves in!a circle—the wheel may seem to» get 
nowhere, but the wagon! does. : 
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“DHE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 






final insurance hearing by Commissioner 
Sumner T. Pike and Counsel Gerhard 
A. Gesell. 

Features of Report 


Federal supervision of insurance, as 
such, is not proposed. 

State supervision should be strength- 
ened by increased appropriations and 
personnel. 

Agency practices, licensing and train- 





olicy forms showld be 

ments té - 
vent developing” ervice > al 
techniques. 


_ Fundamental change should occur 
‘“negnduct of industrial insurance. = = | 
* An investigation of fire, casualty and 
mé@rine insurance is recommended. Cis 


_ Say States Have Lost Power 
«Pe TNEC® report ‘@pens with a 


~ lengthy discotitse on “Concengration of 
omic Power — "The Challenge sige 
racy,” whiclis$g6 co ehensive 


as#f} amount to am,essay on “Hie: State 
of the nation. , 44) ‘ 
? After discussingMheackground of the 
committee’s appoifithhent and scope of 
its, work, the report says: “The Tem- 
_WOtary National Ecoffomic Committee 
, ayews its faith in fre®\enterprise. Every 
yecommendation which itemakes is inpy, 
ténded to keep enterprise free. It con;® 
demns the regimentation of men by” 
government because that is the antithesi 
of individual liberty. It also condemn} 
the regimentation of men by’ concen- 
trated economic power because that like- 
wise is the antithesis of liberty. Beg» 
nomic power which becomes so gfeat 
that it can regiment men enjoy¢ but 
4 temporary triumph, for eventually by 
its restrictive policies it invites and 
makes inevitable its own subordination 
to arbitrary political power.” 
After referring to the growth of com- 
merce in modern times, in which cor- 
porations have outgrown the power of 


(Continued: on. Page 17) 
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POWER PULLS THE LOAD 


There’s power in the purpose of the agent who has a John Hancock Readjustment 
Income Sales Plan in his kit. 
For the hard pull, it gives ease to the presentation, because it meets a universal 


need and is backed by the powerful force of national advertising. 








LIFE INSURANCE COMPANY 


oF Boston, MASsacnusertTs 
GUY W. COX, President 
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Equitable 


A new compensation and retirement 
plan for the field force of the Equitable 
Society went into effect Tuesday. Par- 
ticipating agents will contribute 4% of 
total commissions to the retirement fea- 
ture of the plan which will be matched 
dollar for dollar by the Society in pro- 
viding deferred annuities at net rates. 
Agents will be permitted to contribute 
at the same annuity rates up to an addi- 
tional 4% of total commissions which 
will not be matched by the Society. The 
deferred annuities provided by the So- 
ciety’s contributions become vested in 
the agent under conditions prescribed 
in the plan. 

_ Older agents long under contract with 
the Society are given supplemental ben- 
efits. There is also a total and perma- 
nent disability provision under the plan. 
Compensation Features of Plan 


The new contract, while involving a 
moderate reduction in first year commis- 
sions, pays the agent approximately one- 
sixth more commissions during the first 
three years of a life insurance policy 
than is the case under the old commis- 
sion contract, by virtue of a substantial 
increase in the second and third year 
commissions. For example, under the 
Ordinary Life Policy, the new plan will 
provide a 45% commission for the first 
year, 15% the second year and 10% for 
the third year, a total of 70% as against 
50% and two 5%’s or a total of 60% 
as heretofore. 

After the first three years the Society 
will continuously pay a commission or 
service fee of 2% of the premiums dur- 
ing the entire premium life of the pol- 
icy, providing the agent continues under 
contract. For example, if Ordinary Life 
premiums are paid while the agent is 
under contract with the Society for a 
period of twenty years, he would receive 
70% during the first three years and 
34% during the remaining seventeen 
years, a total of 104%, as compared with 
a maximum of 95% under the old con- 
tract. Of course, if more than twenty 
years’ premiums are paid, the 2% of 
premiums will continue so that the agent 
may thus receive a total much in excess 
of 104% in these cases. 

In addition the Society is contributing 
4% of total commissions under the re- 
tirement feature of the new plan, this 
4% to apply to all current commissions 
payable on business previously written 
under the old contract. 

Under the new contract there is no 
longer a minimum production require- 
ment for the payment of renewal com- 
missions and service fees, thus assuring 
a maximum income to the agent while 
he remains under contract. On the other 
hand, renewals and service fees will not 

nbe paid to those agents who leave the 
e Society. If death should occur, the re- 
zrewals will be continued through the 
tenth policy year. Agents who, in the 
opinion of the Society, become totally 
a&and permanently disabled will continue 
to receive their renewal commissions and 


a@service fees. 


The basis requirement for the contin- 
nance of an agent under the new form 
of contract is the earning in each full 
Vealendar year of a minimum of $600 of 
|jcommmissions, of which not less than one- 
half of such minimum shall be first year 
commissions. 

These requirements will be modified 
only in the following circumstances: 

1, There will be no requirements for 
(a) agents who retire or who are twenty 
years or more under contract, or (b) 
agents who on April 1, 1941, are over 
50 years of age and at least ten years 
under contract. 

2. Agents whose contracts are dated 
on or before January 1, 1940, and who 
did not meet the basic requirements in 
-1940, will need to meet only one-half of 
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ociety’s New Compensation Plan 


INCOME ARISING FROM $3,000 OF FIRST YEAR 
PREMIUMS ANNUALLY 


(Based on Average Variety of Policies Sold, Lapses, Mortality, Expiry, ete.) 


NEW CONTRACT 


Yearly 
Compensation 


lz 


Contribution Toward 


OLD CONTRACT 
Society’s 4% i 


Retirement Plan * Yearly Commissions 








$1,201 
1,543 
1,756 
1,799 
1,839 


1,876 
1,911 
1,944 
1,975 
2,004 
2,120 
2,196 
2,230 


2,253 


SECOND Vhwne 


Lr 
ao w 


30 


$48 $1,331 
62 1,453 
70 1,565 
72 1,670 
74 1,769 
75 1,859 
76 1,944 
78 2,024 
79 2,099 
80 2,170 
85 2,170 
88 2,170 
89 2,170 
2,170 


* Contribution will actually be made in following year- 


Assuming that at the end of the 30th year, a male Agent has reached age 65 for 
retirement, and from that date on, will produce no further business, the following 
table then gives the final comparison between the new Compensation Plan with 
Retirement Benefits, and that of the old contract limited to renewal commissions: 


NEW CONTRACT 


OLD CONTRACT 





Attained Retirement 
Year Age Kenefit Renewals Total Renewals 
31 65 $662 $1,055 $1,717 $839 
32 66 662 716 1,378 717 
33 67 662 505 1,167 605 
34 68 62 464 1,126 500 
35 69 662 426 1,088 401 
36 70 662 391 1,053 311 
37 71 662 357 1,019 226 
38 72 662 325 987 146 
39 73 662 295 957 71 
40 74 662 267 929 0 
45 79 662 154 816 0 
50 84 662 78 740 0 


To illustrate the income results from the new contract on the basis of total career 
earnings over a period of 30 years under contract, the following figures are revealing 


when comparing quality of persistency: 


Agent with under-average persistency 
Agent ‘with average- persistency 
Agent with over-average persistency 


the hasic requirements in the calendar 
year 1941. 

3. Agents whose contracts are dated 
after January 1, 1940, must meet one- 
half of the requirements in the first full 
calendar year under contract and the full 
requirements in one calendar year within 
the first three years under contract. The 
full requirements must be met in each 
calendar year thereafter. 

The above requirements may be pro 
rated for such reasons as military serv- 
ice and disability of more than sixty 
days. 

Requirements for membership in the 
Society’s agency clubs are being modi- 
fied so that the basis for qualification 
will be as favorable for agents under 
this contract as under the old. 

The accompanying table compares the 
total income credits payable under the 
old and the new contracts on the basis 
of a level annual production of $3,000 
of first year insurance premiums, tak- 
ing into consideration a variety of poli- 
cies sold, lapses, mortality, expiry, paid- 
ups, etc. on an average basis. There are 
several points in this table worthy of 
note: 

1. The more rapid increase in the 


FS1I69A4 


$56,844 
$61,380 
$67,220 


agent’s income during the early years 
comes at the most critical period in an 
agent’s career. It will be seen that dur- 
ing the first five years, the new con- 
tract would produce a total income of 
$8,138 as compared with $7,788 under the 
old contract or an increase of $350. 

2. The agent’s income continues to 
increase over his lifetime whereas under 
the old contract a ceiling is reached at 
the end of the tenth year, assuming a 
level annual production. 

3. The retirement income without re- 
gard to renewals and service fees will 
be approximately one-third of average 
earnings in this example. When re- 
newals and service fees are added to 
the agent’s income after retirement, the 
example develops that even though no 
further production is achieved, a retired 
agent will average about one-half of 
previous earnings during the first fifteen 
years of his retired life. 


The Retirement Plan 


Agents who qualify on one of the fol- 
lowing bases will be eligible to partici- 
pate in the Retirement Plan. 

1. Agents who have been continuously 
under contract for twenty years, as of 


April 1, 1941, or ten years if age 50 or 
over. 

2. Agents whose contracts became ef- 
fective prior to January 1, 1940 and who 
received in 1940 a minimum of $600 in 
total commissions of which not less than 
one-half such minimum was first year 
commissions. 


3. Other agents under contract on 
April 1, 1941 and new agents whose 
contracts become effective thereafter, 
will qualify on the April 1 immediately 
following the first complete calendar 
year in which they receive a minimum 
of $600 in total commissions, of which 
at least one-half of such minimum is 
first year commissions, provided that as 
to new agents they have not attained 
age 60 on such April 1 

Contributions by participants in each 
twelve month period commencing April 
1 will be 4% of the total commission 
income (first year and renewal) received 
in the preceding calendar year. For con- 
venience of members and simplicity of 
accounting, contributions will be de- 
ducted in twelve equal monthly instal- 
ments. However, because of the neces- 
sity of setting up the new records no 
deductions will be made for April or 
May of 1941 but the full year’s con- 
tributions will be deducted at the rate 
of one-tenth for each month from June, 
1941 to March, 1942 inclusive. 

The Society will contribute an amount 
equivalent to that contributed by the 
member and these combined contribu- 
tions, representing 8% of total commis- 
sion income, will be used to provide 
deferred annuities at net rates to com- 
mence at retirement age. 

Each participant will be given the op- 
portunity to accumulate larger benefits 
under the same annuity rates by mak- 
ing additional contributions of either 
1%, 2%, 3% or 4% of commissions, but 
such additional contributions will not be 
matched by the Society. The partici- 
pant on each April 1 may commence, 
change or discontinue such additional 
contributions thus giving the agent an 
opportunity to take advantage of years 
of larger earnings, or adjust his con- 
tributions to fit current earning condi- 
tions. 


Features of the Retirement Plan 

(a) The Society’s current net Group 
Annuity rates will be used to determine 
the amount of annuities provided. These 
rates, together with the interest rates 
and other factors included in the plan, 
are guaranteed with respect to all con- 
tributions paid into the plan during its 
first year. 

(b) In event of the death of a par- 
ticipant, all of his own contributions, 
plus compound interest as set forth in 
the Retirement Plan Booklet, will be 
paid to his designated beneficiary. 

(c) In event of termination of con- 
tract for any other reason, all of his 
own contributions, plus interest, will be 
refunded to him, except that at the 
option of the participant, he may take 
a paid-up deferred annuity with respect 
to his own contributions, which paid-up 
annuity will contain the usual provisions 
for cash payment, death benefit, optional 
forms of annuity, etc. 

(d) In event of termination of contract 
after the agent has been a participant 
in the plan for ten or more years and 
provided he has also completed fifteen 
years or more under contract, the paid- 
up deferred annuity provided by the 
Society’s contributions will be vested in 
the participant, provided the participant 
does not elect a cash payment at any 
time with respect to his own contribu- 
tions. If termination of contract occurs 


(Continued from Page 10) 
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Gale F. Johnston Heads Field Work 


For Defense Securities Campaign 


A series of three kinds of United 
States Savings bonds, and also savings 
stamps, will be sold in the new national 
defense savings securities campaign, field 
work of which is being directed for the 
United States Treasury by Gale F. 
Iohnston, notable St. Louis insurance 
man. Mr. Johnston, regional manager 
at St. Louis of the Metropolitan Life’s 
Group division, has been loaned to the 
Government. Three new kinds are De- 
fense Savings Bond, Series F Savings 
Zond, Series G Savings Bond. 

Defense Savings Bonds will be on 
sale May 1, 1941, at 16,000 post offices, 
at Federal Reserve banks and at the 
United States Treasury. Series F and 
G Savings Bonds may be obtained on 
application to Federal Reserve banks 
or to the Treasury. Arrangements are 
now being made through which it 1s 
expected that orders for bonds of all 
three series will be accepted at com- 
‘nercial and savings banks generally. 

Defense Savings Bond 

The Defense Savings Bond will be 
almost identical with the present United 
States Savings Bond or “baby bond,” 
which has become the most widely held 
single security in the country. _The 
Defense Savings Bond will be offered 
for 75% of its maturity value, with 
maturity of ten years. Thus, a Defense 
Savings Bond bought in May, 1941, for 
$18.75 will be redeemable in May, 1951, 
for $25. This is an increase of 33 1/3%, 
equal to an interest return of 2.9% per 
annum, compounded semi-annually. This 
bond is not transferable, will not fluctu- 
ate in value and may be redeemed at 
any time before maturity at values 
printed on its face. Intended chiefly for 
people of small income, ownership is 
restricted to individuals in their own 
right, with a limit upon holdings of 
$5,000 maturity value of bonds issued in 
any one calendar year. Denominations 
are $25, $50, $100, $500 and $1,000. The 
Defense Savings Bond will replace the 
present “baby bond” series and will be 
available to all subscribers under the 
Regular Purchase Plan familiar to many 
thousands of small investors. 

Series F Savings Bond 

The new Series F Savings Bond, in- 
tended for larger investors, for trustees, 
and for reserve funds, is offered for 
74% of its maturity value, with maturity 
of twelve years. It can be held not only 
by individuals, but by trustees, asso- 
ciations, pension funds, and corporations, 
with a limit of $50,000 cost price issued 
in any one calendar year, alone or in 
combination with Series G. If held to 
maturity, the yield approximates 2.53% 
a year. The Series F Bond is not trans- 
ferable, and may be redeemed on thirty 
days’ notice after six months from date 
of issue in accordance with a table of 
redemption value printed on its face. 
Denominations are $100, $500, $1,000, 
$5,000 and $10,000. 

Series G Savings Bond 

To meet demand for a current income 
bond, the new Series G Savings Bond, 
to be issued at par, bears interest dur- 
ing its twelve year term at 214%, paid 
semi-annually by Treasury check. In- 
tended for both small and large in- 
vestors, the Series G Bond is not trans- 
ferable, and can be registered like Series’ 
F in the name of individuals, associa- 
tions, and corporations, up to a total of 
$50,000 cost price issued in any one 
year, alone or in combination with Series 
F. Denominations are $100, $500, $1,000, 
$5,000 and $10,000. 

Series G Bonds will be redeemable 
before maturity on thirty days’ notice 
at fixed redemption values printed on 
their face. In fixing these values, in- 
ducement is given to holders to retain 
their bonds until final maturity. 

Great emphasis is laid by Secretary 
Morgenthau upon the} importance of 
Postal Savings Stamps as a means of 


encouraging steady savings among the 
youth of America and all others to 
whom payment of $18.75 at one time for 
the smallest Defense Savings Bond is 
not convenient. 

The Postmaster General has approved 
a new series of stamps, of special de- 
sign, priced at 10c, 25c, 50c, $1 and $5. 
Purchasers will be given attractive 
pocket albums if which to mount them. 
An album containing seventy-five of the 
25c stamps has a cash value of $18.75 
and can be exchanged for a Defense 
Savings Bond which in ten years will 
be worth $25. There are similar albums 
for mounting the 50c, $1 and $5 stamps, 
exchangeable for $50 and $100 bonds. 

Johnston on Marketing 

In a statement Field Director Gale F. 
Johnston said that the plans of present- 
ing the securities to millions of Amer- 
icans calls for marketing organizations 
at three levels, viz: national, state and 
local. 

In Washington the Treasury has es- 
tablished .offices through which will be 
created ultimately a similar office in 
each state. The state group will form 
local organizations which will aim to 
bring the message of defense savings 
investments to every one so that an 
individual may invest as little as ten 
cents and as much as $53,000 annually. 

The main purpose of Defense Savings 


program will be to teach thrift through- 
out the land—to encourage savings by 
investment in U, S. Government secur- 
ities. 

Plans of Selling 

The U. S. Treasury through a nation- 
wide organization of volunteers will sug- 
gest several definite plans. There, of 
course, will be the plan of outright pur- 
chase through fiscal agents. The hope 
and expectation is that there will be 
many thousands of such agencies located 
conveniently for purchasers. 

“A plan of buying from current in- 
come will be encouraged. The conven- 
ience of such systematic and automatic 
methods will be appreciated. 

“Employers will be asked to cooperate 
with employes by payroll savings plans. 
Labor groups will be asked to encourage 
and abet systematic investment by its 
membership. Financial institutions will 
be asked to sponsor a Bank Depositor’s 
Savings method, whereby a depositor 
may request his banker to purchase a 
security periodically and charge a de- 
duction against an account. 


Continuous Purchase Pledge 


“Others will be told of a Continuous 
Purchase Pledge, whereby one adopts 
a personal program of investing at regu- 
lar intervals on his own initiative. 

“Retail and other establishments, 
schools and societies will be given the 
opportunity to serve in the program by 
presenting Savings Stamps for conven- 
ient purchase. 

“The securities to be offered will be 
unusually adapted to a program of con- 

(Continued on Page 28) 


Johnston Prominent Since Boyhood 


Gale F. Johnston, business man at 14, 
graduate of Princeton University, one 
of the country’s leading producers of 
life insurance, trustee of the National 
Association of Life Underwriters, and 
now called into the service of the Fed- 
eral Government, was born at Jonesburg, 
Mo., on July 19, 1899. While attending 
public schools, Mr. Johnston in 1913 be- 
came the owner of the Hickory Acre 
Dairy Co. Four years later he founded 
a county newspaper, and, subsequently, 
acquired four other Missouri papers, 
which he edited and published. Before 
entering Princeton University, from 
which he was graduated in 1924, Mr. 
Johnston had become a member of the 
Associated Press, and was said then to 
be the youngest important publisher in 
the country. 


Outstanding at Princeton 

Mr. Johnston’s career at Princeton 
forecast his later success in business 
and civic life. While at the university, 
Mr. Johnston for three years was sne- 
cial writer for newspapers and the As- 
sociated Press. He served as president 
of the Debating Society, the Speakers 
Association, the International Polity 
Club, the American Whig Society, and 
Delta Sigma Rho. He was class orator 
and commencement day orator, and a 
member of debating teams, the Senior 
Council, Law Club, Philadelphian Society 
and football squad. 

After leaving college, Mr. Johnston 
returned for a time to the publishing 
business, but early in 1925 entered the 
field of life insurance in which he was 
to make such an outstanding success. 
On January 26 of that year he was an- 
nointed Group sales supervisor for the 
Metropolitan Life. Within three years 
he was promoted to the position of re- 
gional manager in charge of the Metro- 
politan’s Group business in ten South- 
western and Southern states. Mr. Tohn- 
ston ranks high among the Ordinary 
writers of his company, while his pro- 
duction of Group insurance places him 
among the leaders in the entire country. 

Civic Activities 

In 1934 Mr. Johnston received the U. S. 
Junior Chamber of Commerce Award for 
outstanding civic work as president of the 





GALE F. JOHNSTON 


Big Brothers organization and for lead- 
ership in local St. Louis charities. He 
has served as president and director of 
the St. Louis Community Fund. While 
he was chairman in 1930, the Fund raised 
$2,500,000. He has served as president 
of the Boy Scouts of America in the 
St. Louis area, and as member of the 
National Council; as member of the 
Graduate Council of Princeton Univer- 
sity; and as director and trustee of 
many other civic organizations. 

Mr. Johnston is much in demand as 
a speaker, especially on insurance sub- 
jects, and has delivered addresses at 
many life underwriters’ meetings, sales 
congresses and sales schools. In 1939 
he spoke before the National Accident 
& Health Association, the National As- 
sociation of Life Underwriters, and the 
National Federation of Sales Executives. 
He was elected a trustee of the National 
Association of Life Underwriters last 
year. 

Mr. Johnston is married and has three 


children. 


A. L. C. Medical Section 
Plans June Meeting 

TENTATIVE PROGRAM ARRANGED 

Dr. Albert J. Robinson, Connecticut 


General, Is Chairman of Med- 
ical Section 








Several outstanding medical men of the 
United States and Canada are already 
scheduled to appear on the program for 
the thirty-first annual meeting of the Med- 
ical Section of the American Life Conven- 
tion at the Homestead, Hot Springs, Va., 
on June 17, 18 and 19, according to an 
announcement by Dr. Albert J. Robinson, 
medical director, Connecticut General, 
chairman of the Medical Section. 

The tentative plans indicate a well-bal- 
anced program for the meeting that will 
have a strong appeal for the hundreds of 
life insurance company medical directors, 
their associates and assistants and others 
interested who will attend the meeting. 

Arrangement of the program is in the 
hands of a committee headed by Dr. N. M. 
Livingston, medical director, Mutual Life 
of Canada. Vice-chairman is Dr. W. F. 
Blackford, medical director, Common- 
wealth Life of Louisville, Ky.; secretary 
is Dr. B. F. Byrd, medical director, Na- 
tional Life & Accident, Nashville, Tenn.; 
and Dr. Thomas H. Dickson, medical di- 
rector, Minnesota Mutual Life, represents 
the board of governors. 

Those who have already consented to 
appear on the program include Dr. Harry 
Goldblatt, professor of pathology at West- 
ern Reserve University, who is nationally 
and internationally recognized for his orig- 
inal research work on the cause of high 
blood pressure; Dr. William Boyd, pro- 
fessor of pathology at the University of 
Toronto, whose textbook on pathology is 
perhaps more widely used in the United 
States and Canada than any other text- 
book on that subject; Dr, C. C. Birchard, 
chief medical officer, Sun Life of Canada; 
Dr. E. S. Williams, medical director, Life 
Insurance Co. of Virginia, and Dr. J. T. 
Bowman, medical director, London Life, 
London, Ontario. 





Regional C.L.U. Conference 
At Buffalo on April 17 


Jenjamin J. Alk, Penn Mutual, New 
York, president of the American Society 
of Chartered Life Underwriters, will 
be guest of honor at the regional con- 
ference of chartered life underwriters 
to be held in Buffalo, April 17, spon- 
sored by the Buffalo chapter. 

CLU members from all parts of west- 
ern New York and northern Pennsyl- 
vania will attend. An eight-man panel 
will discuss “Today’s Market” at the 
morning session. A _ joint luncheon 
meeting with the Buffalo Life Under- 
writers Association will hear Irvin Ben- 
diner, Philadelphia insurance man and 
attorney, as guest speaker. Arthur L. 
Beck, president of the Buffalo chapter, 
CLU, is general chairman of the con- 
ference. 





TEACHERS INSURANCE 





Association Issued $64,961,244 of Life 
Insurance Last Year and $32,278,284 
in Annuity Contracts 
The twenty-second annual report of 
the Teachers Insurance & Annuity Asso- 
ciation of America, 522 Fifth Avenue, 
New York, reports that its income for 
1940 was $15,855,442. Its assets at end 
of last year were $117,553,854. Its un- 
assigned surplus was $4,685,337. In its 
portfolio 20.4 represents U. S. Govern- 

ment obligations. 

The association last year issued 12,- 
591 policies for $65,000,000 of life insur- 
ance. It issued 28,638 Annuity contracts 
for $32,278,284. Institutions represented 
were 912. 

Among the trustees of the association 
are Joseph B. Maclean, vice-president 
and chief actuary, Mutual Life; and 
Robert Henderson, retired vice-presi- 
dent and actuary, Equitable Society. 
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Tells How To Operate 
An Insurance Library 


MANY LARGE LIBRARIES NOW 





List of Librarians and Number of Books 
nm Shelves; D. N. Handy Writes 
Text of Pamphlet 





The Special Libraries Association has 
gotten out a revised edition of its book- 
let, “The Creation and Development of 
an Insurance Library.” Text was writ- 
ten by Daniel N. Handy, librarian, Insur- 
ance Library of Boston. Publishing of 
the pamphlet is to make available the 
combined experience of the insurance 
group of the Special Libraries Associa- 
tion. Chairman of the insurance group 
of the Special Libraries Association is 
Margaret C. Lloyd, Retail Credit Co., 
Atlanta. 

The pamphlet discusses organization of 
society and company libraries, physical 
layout, material of the library, service 
to the insurance fraternity, periodicals, 
company literature, associations in the 
business, educational institutions, ver- 
tical files and cataloging. It also prints 
a list of recommended books on lite in- 
surance, fire insurance, casualty insur- 
ance, marine and surety, as well as giv- 
ing a list of the principal insurance 
libraries of the United States and Can- 
ada and names of librarians, 

The largest libraries in the business 
with the names of the librarians are as 
follows: 

_Aetna Life—Alice M. Watts, general library; 
Eleanor B, Gibson, research library; Dorothy 
D, Chesney, legal Iibrary—47,000 books and 
pamphlets, 

Association of Life Insurance Presidents 
Edith H. Sillence—11,500 books, 2,000 pamphlets. 

Canada Life—Vauline Hutchinson—6,000 books 
and pamphlets. 

Connecticut General Life—Helen D. Hertell 
20,000 books and pamphlets, 

Equitable Society—Helen May Smith—14,000 
books, 2,000 pamphlets. ’ 

Insurance Library Association of Boston—D. 
N. Handy—20,000 books, 93 filling drawers un- 
bound materi il, 650 maps. 

Insurance Society of New York—Mabel B. 
Swerig—41,000 books and pamphlets. ; 

Kemper insurance Companies—Evelyn Water- 
loo—10,000 books, 70 drawers of vertical file 
material, 

Life Insurance Sales Research Bureau—Grace 
P. Hutchison—6,700 books and pamphlets, 

Manufacturers Life, Toronto—L. Ruth Moor- 
house—6,000 books and pamphlets. 

Massachusetts Mutual Life—Norma Howarth 
8,006 books and pamphlets. 

_ Metropolitan Life—Florence Bradley and Jes- 
sie C, Barker—31,350 books and 63,658 pam- 
phlets, (This is a general library.) 

National Bureau of Casualty & Surety Under- 
writers—17,000 books and pamphlets. d 

National Life of Vermont—Miriam Fitts— 
8,000 books and 1,000 pamphlets. 

National Safety Council—Mrs, Mary M. Wells 
—75,000 books, pamphlets and clippings. 

New England Mutual—Jeanette Smith—10,565 
books, 3,884 pamphlets. 

New York Life—Francis Lane—30,000 books 
and pamphlets. 

Northwestern National—Elizabeth Johnson 
6,000 books and pamphlets. 

Pacific Mutual Life—Frances McCourt—8,000 
books and pamphlets. 

Provident-Mutual Life—Helen M, King—7,500 
books, 3,000 pamphlets. 

Retail’ Credit Co. Margaret C. Lloyd—7,000 
books and pamphlets, 

Sun Life of Canada—Mary Jane Henderson 
and M. S. W. Stewart—15,000 books and pam- 
phlets, 

Travelers Insurance Co.—Emily C, Coates 
20,000 books and pamphlets. 

Utica Mutual—Edna G, Lovette—20,000 books 
and pamphlets. 





CAPITOL LIFE APPOINTMENTS 
Capitol Life of Denver made three 
general agency appointments during 
March, according to Agency Vice- 
President W. W. Woollen. Leslie V. 
Gentry has been named general agent 
at Austin, Tex., Walter G. Korlann will 
head the company’s agency at Portland, 
Ore, and Hal P. Campbell, an out- 
standing producer for the Capitol Life 
during the past two years, has been ap- 
Pointed general agent in Oklahoma City. 





BOSTON ASS’N SECRETARY 
William C. Googan of Wilmington, 
lass, is the new executive secretary 
of the Boston Life Underwriters Asso- 
Ciation. He succeeds Clark McE Ivein, 
who resigned after two years in the post 
to enter the U. S. Naval Aviation Re- 
serve Corps. 





STORIES FROM LIFE 











HUGH AND ALICE WILL MAKE THE GRADE 


THANKS TO DAD! 


He was just a young fellow of twenty-four when he bought his 
first $1,000 life insurance policy from the Provident. When he 
died recently he left a wife, a grown son, two fine children of 
college age, and $18,000 of Provident Mutual life insurance. 


Eighteen thousand dollars—a lot of money! But how small it 
seemed when it must send two kids to college and support a 
widowed mother. 


That's where the hidden values of life insurance came into the 
picture. While the children are in college the widow will receive 
a monthly check for $173 to cover living expenses. Twice each 
college year there will be instalments to pay college bills. And 
when the children are graduated, their mother will receive the 
income from a $10,000 annuity. 


It wasn’t easy for this father to carry his life insurance, yet could 
he look back today. how proud he would be that his sacrifice 
had provided independence for his wife and a heritage of price- 
less opportunity for his children. 





PROVIDENT ‘Murtva. 


LIFE INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 








New General Agent 





David H. Reese, who has been in life 

insurance work for eighteen years, has 

been appointed general agent at Sagi- 

naw, Mich., for the General American 
of St. Louis 





H. G. PERRY ADVANCED 
H. Gaither Perry, long a producer in 
Alabama for the New York Life who 
later organized an agency for the Penn 
Mutual in Miami, has been appointed 
Southern regional director for the IIli- 
nois Bankers Life, according to an an- 
nouncement by Hugh D. Hart, vice- 

president and director of agencies. 





Sponsored For Trustee 





RALPH W. HOYER 


Ralph W. Hoyer, general agent, John 
Hancock, Columbus, O., is being spon- 
sored by Ohio Life Underwriters Asso- 
ciation and Columbus association as 
candidate for trustee of the National 
Association of Life Underwriters. He is 
now completing his second year as presi- 
dent of the state association and is 
former president of the Columbus asso- 
ciation, and for thirty-five years has 
been with the John Hancock. He is 
one of the country’s highly esteemed 
general agents. 

Mr. Hoyer is a director of the national 
CLU chapter and is a member of the 
finance committee of the National Asso- 
ciation. 





Meyer Goldstein, general agent of the 
Connecticut Mutual, New York, and ex- 
pert on pension trusts, is speaking at 
the meeting of the Pittsburgh chapter, 
CLU, today. 
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Public Relations Is Keynote of LAA 
North Central Round Table Sessions 


About forty life insurance company ad- 
vertising directors were at Chicago last 
Thursday and Friday, March 27 and 28, 
for the North Central Round Table of 
the Life Insurance Advertisers Asso- 
ciation. Chairman of the meeting was 


Russell B. Reynolds of the American 
Mutual Life, and the committee included 
Eula M. Enochs, George Pease, William 
T. Plogsterth, Robert S. Walstrom and 
Edgar S. Wescott. 

Members of the national executive 
committee of the LAA met just before 
the sessions, its members remaining to 
attend the round table. By a vote of 
the board, a message of fraternal greet- 
ings was sent to LAA’s Canadian mem- 
bers. 

In his introduction, Mr. Reynolds em- 
phasized the necessity of having adver- 
tising and sales promotion fit the think- 
ing of people in today’s world, taking 
into consideration how the public’s 
thinking may be affected by world con- 
ditions. He stressed keeping close to 
the public and policyholders to help 
mold company advertising. 

C. Sumner Davis, president of the 
LAA, made a brief report of associa- 
tion progress, followed by Scott Ander- 
son, of the Equitable of Iowa, who is 
vice-president of the LAA. Treasurer 
Russell Noyes, Phoenix Mutual, reported 
finances. 

W. N. U. Man Speaks 

Keynote speaker at the first session 
was Earl E. Sproul, vice-president of 
the Western Newspaper Union, on 
“Public Relations.” 

“Tt is important,” Mr. Sproul said, “to 
bear in mind that all corporations, all 
businesses, all associations, are simply 
groups of people. And the personal 
element is what public relations has to 
deal with, and nothing else. John Doe 
may happen to be rather unimportant 
as a personal unit, but when you add 
all the John Does together you have 
the mightiest force for you, or against 
you, that can be imagined. Millions can 
hardly transact business with one 
another, or live in the same community, 
without having a more or less mutual 
interest in everything that goes on. 

“This has not always been realized. 
When we did begin to appreciate the 
fact, a new kind of promotional effort 
got under way—public relations. The 
movement is as human as man himself. 
When the people know and understand 
each other, their relations are more than 
likely pleasant. You may dislike a man 
you do not know well. But as you 
come to know him better new qualities 
appear, and you may find yourself lik- 
ing him so much that the traits you did 
not like are almost forgotten. Many 
men have made themselves liked more 
simply by making it possible for people 
to know them better. A large company 
or an entire industry can do the same 
thing if it will. 

General Education Important 


“No one can deny the importance of 
developing the efficiency of the sales 
force to the highest possible degree.” 
He continued, “That should be a part of 
any public relations program. But it 
cannot be doubted that if more people 
could be put in a receptive frame of 
mind concerning the need for life in- 
surance in its various forms—if more 
people could clearly understand what 
their policies mean when they receive 
them—if more people were able to in- 
terpret company balance sheets as they 
are now being taught to interpret bank 
statements—then the work of even half- 
trained agents would be more effective. 
To that extent public relations might 
be called a crutch for the weak. But 
don’t forget that public relations activity 
will be educating the agents too, while 
it is educating the public, so that eventu- 
ally the weak ones will have new 


strength, courage, and an ability to sell 
which they did not have before. 

“As a layman, and as one who carries 
a line of life insurance in keeping with 
income, I have two convictions: First, 
that while agency education is being 
carried on, public education should go 
along with it; second, that there should 
be a clear and simple explanation of 


each policy’s conditions and terms. The 
three things—agency education to raise 
the standards of life insurance salesman- 
ship, public education to increase the 
acceptance of the insurance principle, 
and an explanation of policy conditions, 
will help to take buyers out of the fog 
as to their need for life insurance or 
the kinds of protection best adapted to 
their particular situations.” 

Following Mr. Sproul’s talk, the meet- 
ing went into a detailed discussion on 
“how life insurance companies can im- 
prove their relations with employes, pol- 
icyholders, and the public.” Mr. Reynolds 
outlined “the importance of a more in- 
telligent relationship between manage- 


LAA Officers At Chicago Meeting 





Left to right: A. Scott Anderson, Equitable of Iowa, LAA vice-president; John H. 

McCarroll, Bankers Life Co., LAA past president; C. Sumner Davis, Provident 

Mutual, LAA president, at North Central Round Table of the Life Insurance 
Advertisers Association 
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ment and employe if we are to secure 
maximum efficiency in our operations.” 
He pointed out how important a well 
trained personnel is in view of the fact 
that they are good will ambassadors in 
their contacts with the public. He out- 
lined that problem as one of “training 
the inexperienced employe, training the 
experienced employe, continuous training 
of all employes.” 
Education for Employes 

John Grimes, of the Bankers Life, said 
that public relations with employes is 
largely a “matter of family _ spirit, 
achieving a habit of happy living, and 
among all employes from very: top to 
bottom.” He told of his own company’s 
study courses to make the employes 
fully acquainted with the company his- 
tory and with the whole personnel, and 
with the functions of life insurance. He 
explained the company’s social and 
athletic and welfare activities. “We all 
like to work with people we know well,” 
he said. Mr. Grimes spoke of giving 
the employes the same sales training 
demonstrations given before underwrit- 
ers’ groups, thus acquainting them with 
the sales side. 

Scott Anderson, Equitable of Towa, 
presented the idea of periodically gath- 
ering a group of relatively new em- 
ployes for lectures, followed by examina- 
iions, including explanation of an annual 
statement. A novel plan his company has 
is that of conducting employes on tours 
of their own home office. 

Fred Fisher of the Lincoln gave de- 
tails of his company’s very original plan 
for a study course through an “informa- 
tion please” dramatization. All employes 
are given sets of questions and answers. 
Once a month the company holds a quiz 
program, with voluntary participants, 
and prizes for winners. 

In the general discussion the round 
tablers asked and answered questions 
about company experiences with the 
more colorful and interesting annual 
statements of the past year. Alberta 
Stutsman, of the Massachusetts Mutual’s 
Detroit office, explained the possibilities 
in public relations of associations main- 
taining speakers’ bureaus as clearing 
houses. 

Friday Morning Session 

On Friday, Russell Reynolds presided 
over a series of panel discussions on 
four subjects. George Pease, Equitable 
of Iowa, led the panel on direct mail, 
asking for the how and why different 
companies operate direct mail depart- 
ments in such varied directions. 

Art Tice, of the Ohio National, pre- 
sented his company’s plan of sending 
out, to old policyholders, a series of 
letters supplying life insurance informa- 
tion, a sort of variation on the policy- 
holders’ magazine idea. One enclosure 
was the Holgar Johnson column of the 
Institute of Life Insurance. The plan 
was hitched to a follow-up system. 

Fred Fisher, of the Lincoln National, 
argued the advantages of a definite 
campaign of pre-approach letters as part 
and parcel of any sales campaign, per- 
haps not quite so much for the benefit 
of the recipient as it is to help motivate 
the agent to organize his sale. 

Alberta Stutsman, of the Massachu- 
setts Mutual, contributed a shrewd sales 
idea of systematically contacting one 
profession or trade each month thus 
concentrating prospecting thought. 

Sales Without Salesmen 

O. R. Tripp of the Ministers Life and 
Casualty, a company which works ex- 
clusively among clergymen, told of their 
sales system of operating without sales- 
men and hence entirely through direct 
mail, spoke of the importance of timing, 
avoiding such busy seasons as Easter, 
but going extra strongly at age change 
time. 

Eula M. Enochs, American United, led 
the panel on “Personalizing Premium 
Notices, Receipts, and Enclosures,” with 
a well documented presentation of card 
displays of selections from various com- 
panies. 

As part of the panel, Martin Mullins, 
General American Life, explained his 
company’s ingenious series of premium 
notice enclosures for delinquent pay- 


(Continued on Page 18) 
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The R. F. 


Mutual Benefit opened its newly re- 


Bierbaum agency of the 


decorated and enlarged offices at 16 
Court Street, Brooklyn, with an open 
house reception on Satutday, March 29. 
_' Numerous home office officials includ- 
ing President John R. Hardin, Vice- 
President E. E. Rhodes and H. G. 
Kenagy, superintendent of agencies, 
were present for the occasion as were 





other Mutual Benefit general agents in 
the metropotitan area. General agents 
and managers of other companies in 
Brooklyn were well represented. 

In the photographs: (top, 1. to r.) 
Arthur Gleitsman, Sidney Berman, R. F. 
Bierbaum, H. R. Homan, Hyman Ber- 
man; E, E. Rhodes and Bierbaum; (bot- 
tom) H. G. Kenagy and Bierbaum; A. 
V. Youngman, Bierbaum, B. D. Salinger, 
C. E. DeLong, Lester Einstein. 


Columbian National Holds 
General Agents’ Meeting 


A group of Columbian National Life 
general agents met in New York City 
March 27 and 28 to discuss the various 
problems which confront them in their 
work. Several home office officials also 
took part in the meeting. 

Taking an active part in the meeting 
were Leslie Atkins, son of General 
Agent J. L. Atkins of Durham, N. C.; 
Harold Schlesinger, son of General 
Agent William Schlesinger of New York 
City; and Berl Sternberg, son of Gen- 
eral Agent Adolph Sternberg of New 
York City. These young men have all 
recently joined their fathers’ agencies. 





MADURO LECTURES ON MONDAY 
Practicing Law Institute to Hear About 
Pension Plans and Pension 
Trusts 

Denis B. Maduro will give a lecture 
on the subject of “Pension Plans and 
Pension Trusts” on Monday night, April 
7, at Engineering Societies Building, 29 
West Thirty-ninth Street, New York. 
This is one of the lectures in an ad- 
vanced course in current problems in 
taxation given by the Practicing Law 
Institute for practicing lawyers. Mr. 
Maduro has made arrangements with 
the Institute that any insurance agent 
or broker and any client of theirs may 
attend the lecture free of charge by 
mentioning Mr. Maduro’s name at the 
door. 


SIR ROBERT T. BOOTHBY DEAD 

Sir Robert T. Boothby, manager of 
the Scottish Provident, and a director 
of the Bank of Scotland, died in Edin- 
burgh recently of a heart attack. He 
was a member of the Royal Company of 
— the King’s bodyguard of Scot- 
land. 








Directors of the Atlantic Life have 
adopted a resolution to purchase defense 
securities for the company’s portfolio. 
The company will also promote the sale 
of these securities to its own personnel 
on a payroll deduction plan. 





Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Sup’t. of Agencies 
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For NALU Secretary 





W. H. ANDREWS, JR. 


W..H. Andrews, Jr., manager of the 
home office agency of the Jefferson 
Standard Life at Greensboro, N. C., has 
been endorsed as a candidate for sec- 
retary of the National Association of 
Life Underwriters by the Greensboro 
Life Underwriters Association and also 
the North Carolina state association. 

Mr. Andrews has twice been a trus- 
tee of the association, has served as 
chairman of the membership committee, 
was chairman of the committee on state 
and regional associations, and also chair- 
man of the general agents’ and mana- 
gers’ committee. He is a CLU. His 
entire career has been spent in life in- 
surance, being a successful personal pro- 
ducer since 1920, when he graduated 
from the University of North Carolina 
and joined the Jefferson Standard. 





LUNCHEON TO COL. D’OLIER 





Prudential’s President Tells Managers 
of British Fire Companies About 
Condition in England 
Col. Franklin D’Olier, president of 
Prudential, who recently returned from 
England where he went as a member 
of the American Legion’s commission 
to study civilian defense, was guest of 
honor at the Bankers Club one day last 
week. Others attending the luncheon 
were United States Managers and As- 
sistant Managers of British fire and 
marine insurance companies. Col. D’Olier 
explained conditions which came under 
the review of the American Legion’s 
commission and particularly praised the 
spirit of the British and their determi- 

nation to win this war. 





Harry Gardiner Increase 


For the first three months of 1941 the 
Harry Gardiner agency of the John 
Hancock Mutual Life, New York, gained 
an increase of $1,000,000 in Ordinary in- 
surance and $585,000 increase in Annuity 
credits. 





LAST SATURDAY FORUM 


The last of the series of Saturday 
morning forums sponsored by the Chi- 
cago Association of Life Underwriters 
was held last Saturday, March 29. “The 
Indispensable Public” was discussed by 
Ferre G. Watkins, attorney, who is 
liquidator for the Illinois Department. 
Chester O. Fischer, Massachusetts Mu- 
tual vice-president, spoke on “The In- 
dispensable Agent.” 

More than 800 Chicago agents have 
attended the series, which has been run 
by the association’s educational commit- 
tee headed by George G. Grimm, CLU, 
Northwestern Mutual. The thirty-seven 
speakers presented have discussed all 
phases of life insurance selling. 
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The Equitable Introduces a 
New Compensation and Retirement Plan 
for the Career Agent 


Effective April 1 The Equitable has made available to its field force a new com- 
pensation and retirement plan so designed as to give new elements of stability 
and permanence to the profession of selling and servicing life insurance. Through 
this plan, the life underwriter is established on a career basis comparable to that 
open in other professions and with the opportunity to participate in a retirement 
plan to which the Society will contribute. 


Renewal commissions are provided to continuing agents throughout the pre- 
mium-paying life of all contracts, thus compensating the field force more ade- 
quately for its service to policyholders. 





Second and third year commissions are increased substantially, more than 
offsetting a moderate reduction in the first year’s payment. The plan thus provides appreciably greater 
income to the agent during the early policy years which are most critical for the new policyholder and the 
new agent. 


The retirement feature of the plan, which provides deferred annuities, calls for contributions by 
participating agents of 4% of their total commissions, (including current renewals) to be matched by 
the Society. The privilege is accorded to agents to contribute up to 4% additional of their commissions, 
but these extra contributions will not be matched by the Society. 


Special provision is made in the plan for older agents long under contract. 
Over a term of years the new plan will give greater rewards than are available at present to continuing 
agents, and in increasing measure for business of superior persistency. Beyond this, it solves the problem of 


providing retirement income for our agents—a problem which in only a few instances in the business 
- world has been met for men who derive their compensation from commissions. 


In a word, The Equitable’s new Compensation-Retirement plan emphasizes continuing insurance for 


continuing policyholders served by continuing agents. 


PRESIDENT 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


A Mutual Company Incorporated Under the Laws of the State of New York 


393 Seventh Avenue New York, N. Y. 
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ACCIDENT 
INSURANCE 
in its 
ASCENDENCY 


With accident insurance in its 
ascendency the smart Life insur- 
ance agent of today is rounding 
out his income by the sale of 
the popular income protection 
forms. The reason is obvious: 
Greater receptiveness on the 
part of the public to Income 
Protection makes easier sales 
and a quicker approach to the 
prospect’s life insurance prob- 
lems. 


Recognizing this unmistakable 
trend the PREFERRED ACCI- 
DENT is now offering agents 
its new and modern 55th Anni- 
versary Policy containing many 
liberal features at reasonable 
premium cost. Recommend it to 
your best prospects and clients 
with the assurance that PRE- 
FERRED’s fifty-five years of 
Disability insurance experience 
will back you up. This is one 
of many accident policies issued 
by this company. 


The PREFERRED welcomes 
this opportunity of helping 
wide-awake producers who are 
not afraid to talk accident insur- 
ance in their interviews. Having 
specialized in quality policies 
for the preferred class of risk 
for more than half a century we 
know you will find our line one 
of the easiest and most pleasant 
to sell. 


Why not get complete details 
today on our 55th Anniversary 
Policy and other contracts. The 
information will be speedily 
furnished upon request. 


You may as well capitalize 
on Accident business as you 
go along for if you don't 
someone else will beat you 
to it. 


The 
PREFERRED 
ACCIDENT 


Insurance Company of New York 
80 Maiden Lane New York, N. Y. 


EDWIN B. ACKERMAN 


President 








G. M. Lovelace Tells Why N. C. Manager Qualifier 


Insurance Is Bought 
ARTICLE IN NYLIC REVIEW 





Ten Pages of Magazine Given to 
Appeal of Insurance; Article 
Is Illustrated 





One of the finest articles on why peo- 
ple should buy insurance is appearing 
in the April edition of Nylic Review, the 
author being Vice-President Griffin M. 
Lovelace, of the New York Life. It is 
a chapter from the company’s new edu- 
cational course. The article runs through 
ten pages of the Nylic Review and is 
attractively illustrated. 

Mr. Lovelace tells why young men 
should buy life insurance, then takes 
up the situation of both the young and 
the older married man, gives programs, 
discusses monthly income for life, in- 
come for education, protection for in- 
valids, business needs, appeal of life in- 
surance to farmers, life insurance as an 
investment, why women buy life insur- 
ance, life insurance for children, estate 
settlements, its position in thrift and 
many other topics, all of which will be 
of unusual value to the agents. 

Among other things Mr. Lovelace said: 

“Life insurance is a long-range Thrift 
Plan by which, through regular pay- 
ments from savings a man (or a woman) 
may obtain a guaranteed provision for 
the future; for himself if he lives or 
for his family in event of his premature 
death. There is no other thrift plan 
that is so complete as life insurance. 

“Through life insurance you eliminate 
the necessity, and hazard, of waiting for 
many years until you have earned and 
saved enough to provide for your family 
in event of your death. Speaking fig- 
uratively, it is sometimes said that life 
insurance ‘discounts time,’ or that life 
insurance is a ‘substitute’ for time. 


Life Insurance Unique 


“Life insurance is unique. It is the 
only plan by which an estate for his 
beneficiary can be created by a man 
who has not yet had the time (or suf- 
ficient earnings or the freedom from 
emergencies that took what he had saved 
from time to time) to accumulate suf- 
ficient investments to provide for the 
protection of his dependents. 

“Even the boy who has never before 
earned a penny and now receives his 
first pay check in his first job, if insur- 
able, can for a few dollars start an 
Ordinary Life or Limited Payment Life 
policy of $1,000 that might be a god- 
send to his mother in event of his death; 
and if he keeps up the modest premium 
payments in full, leaving on deposit 
with the company the dividends, as de- 
clared, he can eventually have his policy 
matured as an endowment and collect 
$1,000 for himself. 

“It is the duty of the life underwriter 
to know the various needs or purposes 
for which life insurance is commonly 
used and to master the reasons for buy- 
ing so that he will be prepared to do 
his part in convincing those who need 
life insurance, are insurable, and can 
save for it, to obtain its protection while 
they may. 

“Life insurance provides for many dif- 
ferent needs. It furnishes a personal 
service to solve problems involving spe- 
cific needs. Being concrete, specific 
needs are interesting and they are logi- 
cal reasons for buying.” 





BARBER AGENCY HONORED 


F. Hobert Haviland, vice-president of 
Connecticut General, presented a cer- 
tificate for outstanding accomplishment 
during 1940 to the William H. Barber 
agency of Newark, N. J. Mr. Barber’s 
agency showed an 18% increase in paid 
premiums over 1939. New men in the 
organization accounted for nearly 10% 
of the agency’s premiums. 





The National Life of Toronto announces 
the appointment of A. Potser of 
Ottawa as agency manager in that city. 


For National Round Table 





LEWIS C. BURWELL, JR. 


A North Carolina insurance man who 
uses an airplane to reach distant clients 
has become a member of the Million 
Dollar Round Table. He is Lewis 
Carter Burwell, Jr.. CLU, who manages 
the Fidelity Mutual agency at Char- 
lotte, N. C. 

Mr. Burwell, thirty-three years of age, 
has represented the Fidelity for about 
five of the eleven years he has been 
in the insurance business. A native of 
North Carolina, he has spent most of 
his life in Charlotte, except while at- 
tending the University of the South and 
during his two years in the Army Air 
Corps. 


Equitable Plan 
(Continued from Page 3) 


after attainment of Age 60, the ten 
years of membership requirement will 
be waived. 

(e) The normal retirement age is the 
age lying between the limits of 65 and 
70 inclusive, when the agent shall have 
completed both 20 years under contract 
and 15 years’ contributions under the 
Plan, the normal retirement age being 
70 in those cases where these contract 
and contribution requirements are not 
fully met. The annuity will commence 
at normal retirement age whether the 
participant continues under contract or 
not. 

(f) The plan provides that the annu- 
ity may, at the participant’s option, be 
taken in the form of a Life Annuity, 
Modified Cash Refund Annuity, or Joint 
and Survivor Annuity. 

Supplemental Benefits 

An agent who elects the new contract 
within a limited time and has attained 
age 45 on April 1, 1941, shall be eligible 
to receive supplemental benefits provid- 
ing: 

1. He commences to contribute under 
the Retirement Plan whén first becom- 
ing eligible to make such contributions 
and continues to make full contributions 
— the retirement age as defined be- 
ow. 

2. He remains continuously under 
contract with the Society up to retire- 
ment age. 

He is not a salaried employe of 
the Society at the retirement age. 

4. He satisfies either of the following 
conditions: 

(a) He will have been at retirement 
age continuously under contract with 
the Society for at least twenty years; or 

(b) He will have been at the retire- 
ment age continuously under contract 
with the Society for at least ten years 
and his total production premiums prior 
to January 1, 1941 amounted to at least 





Items 1 and 2 do not apply to Agents 
70 or over on April 1, 1941. 
Under the above provisions, any dis- 


Committee Makes Plans For 


Illinois Sales Congress 


Plans have been announced for the 
sales congress to be held in Chicago 
April 19 in connection with the annual 
meeting of the Illinois State Association 
of Life Underwriters. 

Claris Adams, president of the Ohio 
State Life of Columbus, O., will talk 
on “The Contribution of Life Insur- 
ance.” President Harry T. Wright of 
the National Association of Life Under- 
writers and Chicago agent for the Equi- 
table Society, instead of the usual greet- 
ings, will talk on “Life Insurance, The 
Great Democracy.” John T. Wither- 
spoon, general agent at Nashville, Tenn,, 
for the John Hancock and first vice- 
president of the National Association, 
will talk on “What Makes Them Buy.” 
Dewey Mason, general agent for the 
Aetna Life at Syracuse, N. Y., will talk 
on “Let’s Decide.” 

Five Chicago agents have been chosen 
to speak for five minutes each on sell- 
ing techniques. They include Rose B. 
Fuller, Hughes agency, Massachusetts 
Mutual; Charles L. Thayer, Hobbs 
agency, Equitable Society; Abe M. 
Bloom, Sax agency, Metropolitan Life; 
John Bowman, Broaddus agency, Guard- 
ian Life; and Don Nash, Brennan 
agency, Fidelity Mutual. 

Chairman at the morning session will 
be James H. Brennan, manager, Fidelity 
Mutual, chairman for the Chicago Asso- 
ciation, and L. Mortimer Buckley, CLU, 
state chairman of the convention com- 
mittee for the State Association will 
preside at the afternoon session. 





PENNSYLVANIA PROPOSAL 
State Senator George N. Wade of 
Pennsylvania has introduced a resolu- 
tion to increase from $500 to $1,000 the 
amount of life insurance a relief recipi- 
ent may carry. 





continuance of contract of less than one 
year will not affect continuity under 
contract. 

The retirement age for agents qual- 
ifying for supplemental benefits is as 
follows: 

1. For agents age 70 or over on April 


1, 1941, the retirement age is the present | 


age. 
2. For agents under age 70 on April 
1, 1941, the retirement age is the same 


as the normal retirement age under the 7 


Retirement Plan. 

The supplemental benefit is a life in- 
come commencing at the retirement age 
of an amount determined as follows: 

1. For agents age 70 or over on April 
1, 1941, an amount equivalent to 2% of 
total commissions* received in and after 
the calendar year in which age 45 was 
attained and prior to January 1, 1941, 
subject to a maximum benefit of $600 a 
year. 

2. For agents under age 70 on April 
1, 1941, where the income at the nor- 
mal retirement age provided by the reg- 
ular retirement plan contributions is less 


than $600 a year, an amount equivalent! 


to 2% of total commissions* received 
in and after the calendar year in which 
age 45 was attained and prior to Janu- 
ary 1, 1940 but the combination of the 
two incomes shall not exceed $600 a 
year. (Where the income provided by 
the regular retirement plan contribu- 
tions is equal to or more than $600 a 


year, no supplemental benefit will be} 


payable.) 
Total and Permanent Disability 


Those agents who have been continu-/ 
ously under contract with the Society) 


for at least 15 years and have attained 
age 60 and who, in the judgment of the 
Society, become totally and permanently 
disabled after April 1, 1941, will be per- 
mitted immediate retirement and _ the 
benefits will be the actuarial equivalent, 
as determined by the Society, of both 
the annuities under the Retirement Plan 
and the Supplemental Benefits. 





*For administrative reasons, 1% of the 
production premiums shall be used a: 
the equivalent of 2% of commissiof 
earnings prior to 1940, 
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CHEER UP, FELLA, YOU’RE IMPORTANT 


True, you don’t know much about money yet—still less about life insurance. But your dad does. And so does his 
Northwestern Mutual agent. Last year these agents helped over 100,000 dads adjust their insurance because of 
boys like you, or because of changes in family, finances and future. 


HE kind of service Northwestern Ist Because Northwestern Mutual agentsare skilled 2nd JT Because after you buy Northwestern Mutual life 
Mutual agents give to dads—to every in harmonizing life insurancé with each family insurance, the agent is always ready to aid you 
policyholder—not only when they buy but need, with Social Security payments, with other —and your beneficiaries—in servicing your in- 
thereafter, 1s very important. It’s very im- sources of income and with your ability to save. surance to keep it up to date. In 1940, for in- 
portant to any man considering the pur- The scope of The Northwestern Mutual policy stance, Northwestern agents helped the owners 
chase of life insurance. Here’s why: and the co-operation of home office specialists of 121,816 policies adjust their insurance to 
enable our agents to carry out your wishes in new needs or situations. In addition, these 

providing lump sum and life-income payments agents aided beneficiaries named in 11,124 pol- 

for your family or yourself, or for special pur- icies of deceased members in the arrangement 

poses. These benefits areavailableto youthrough of practical plans for income and cash payments. 

Northwestern Mutual life insurance at a cost The character of this service and the clarity of 

which for years has been recognized among The Northwestern Mutual contract are sug- 

policyholders and in life insurance circles as gested by the fact that 99.84% of these cases 

|_ being exceptionally low. |_ were settled promptly and without question. 








The service of Northwestern Mutual agents has been so satisfactory that approximately one-half their new business 
comes from present policyholders —from people who best know the character of the agent’s service. If you are 
interested in sound life insurance soundly written, it will be worth your while to talk with one of these agents. 


We zee THE NORTHWESTERN MUTUAL 





yi shootin rae LIFE INSURANCE COMPANY 
ss ——— MILWAUKEE, WIS. 


This is one of a series of full page Post advertisements helping to give the 
American public a wider understanding of the work of Northwestern Mutual agents. 
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President Harry T. Wright of NALU 
Gives Report Before Wichita Meeting 


of the 
past 


Activities and achievements 
National Association during the 
six months were reviewed by President 
Harry T. Wright in his mid-year report 
to the National Council at the Wichita 


meeting. 

Thanking those at the meeting for the 
large attendance, Mr. Wright said, “The 
mid-year meeting has become a working 
conference for all of our leaders in every 
state of the Union, when we bring to 
the table the important problems which 
concern us. Through the attendance of 
the members of the National Board of 
Trustees, we have the benefit of lead- 
ers from widely scattered parts of the 
country, and through the presence here 
of state and local leaders, we are sup- 
plied with a cross-section of field 
opinion which must lie at the very foun- 
dation of anything which we as an asso- 
ciation undertake.” 

In a brief account of his stewardship 
during the first half of his year in 
office, Mr. Wright mentioned that since 
last September he has traveled over 
24,000 miles and talked to about fifty 
different groups, including about 25,000 
people, not including those reached by 
radio. His attempts to reach more peo- 
ple with less traveling, he said, have 
been greatly aided by local associations 
which organized large meetings, as at 
New York, where 6,100 in two meetings 
heard four national officers in one day. 


Thirty Years a Fieldman 


“IT have always been a fieldman,” Mr. 
Wright continued, “and I never expect 
to be anything else. In my opinion a 
substantial personal producer carries as 
much prestige as a substantial manager, 
general agent or agency officer. At the 
beginning of my administration I said 
that naturally we would be concerned 
about all problems affecting the policy- 
holders and the institution of life in- 
surance. But I said, and I repeat, that 
we would be particularly concerned 
about any problems affecting the field- 
man. It is reasonable to assume that 
being a fieldman myself for thirty years 
that I should be sincerely interested in 
the fieldman’s program, and certainly J 
should have some intelligent under- 
standing of that problem. 

“It is not surprising that every so 
often certain people who may be super- 
critical charge the association with be- 
ing lax in its responsibilities to the 
agency forces. Sometimes they are sin- 
cere, but misinformed, sometimes they 
just enjoy making the headlines. You 
may be sure that your association has 
no difficulty in defending the steady 
progress made for the betterment of 
the life insurance agent. The record 
of actual accomplishment, especially dur- 
ing recent years, is eloquent testimony 
of that fact. 

“Sometime ago we were charged with 
being a general agents association. I 
have for some time, and so have most 
general agents, encouraged and recom- 
mended that more personal producers 
take an active interest in the association. 
Naturally this involves spending a cer- 
tain amount of time and effort in their 
local and state associations. Their local 
association in turn would recommend 
them for active participation either on 
important committees, or to take part 
in the affairs of the local or national 
associations. 


Many Producers Active 


“Many fine, substantial personal pro- 
ducers with whom I have talked have 
told me that they didn’t feel they can 
afford to devote the time or money that 
is necessary to become officers or trus- 
tees of your National Association. Cer- 
tainly this is not the fault of the gen- 
eral agents or managers. I knew when 
I became president of this association 


that it would involve a very substantial 
part of my time this year. I have been 
in the business a long time, and the 
business has been very good to me. 
While it will involve a substantial sacri- 
fice I can assure you that I will have no 
regrets for having made it in the in- 
terests of the Association, and more 
particularly in the interests of the field 
man. 

“Your Association’s official family con- 
stitutes four members, the president, the 
vice-president, secretary and treasurer. 
It so happens this year that two mem- 
bers of the official family, your presi- 
dent and Secretary Grant Taggart, are 
both strictly personal producers. Seven 
of the important standing committees of 
the association have as their chairman or 
vice-chairman, personal producers. There 
are ninety-eight personal producers 
serving on the committees of the Na- 
tional Association of Life Underwriters. 
This does not include the many other 
thousands of personal producers who 
are giving their time and who are serv- 
ing on the committees, and in the lead- 
ership of the local and state associa- 
tions. 


Career Man Should Be Rewarded 


Discussing proposed changes in 
agents’ compensation, Mr. Wright said, 
“As a personal producer I have felt 
for a long time that the man who is a 
credit to the life insurance business and 
is the so-called career man, might be 
paid more, and the man who is a dis- 





HARRY T. WRIGHT 


credit to the life insurance business, and 
who passes out of the picture and there- 
fore does not service the business he 
has already written, should be paid less. 

“Many companies have already recom- 
mended a readjustment of commissions, 
and I believe .I can safely say that 
before this administration ends that a 
very large number of companies will 
have offered a new scale of commissions 
to their agency forces. 

“Membership has always been an im- 
portant question with your Association,” 
he continued. “The larger the member- 


(Continued on Page 19) 
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Insurance a Bulwark 
Of Democratic System 


FOR INDIVIDUAL SECURITY 





President Johnson of Institute of Life 
Insurance Speaks Before Mid-Year 
Meeting of National Ass’n 





The American standard of security is 
proof of individual thrift and demands 
the right to build its own future secur- 
ity as a part of the democratic process, 
said Holgar J. Johnson, president of the 
Institute of Life Insurance, speaking be- 
fore the mid-year meeting of the Na- 
tional Association of Life Underwriters 
at Wichita last week. 

Mr. Johnson said: “To maintain our 
standards of living and the standards of 
advancement for which our democracy 
is so much envied, we must exercise our 
right of self-determination and security 
beyond what the Government guaran- 
tees. {t is dangerous for a people to 
succumb to a complete dependence upon 
government subsidy and sustenance, for 
when a people becomes completely de- 
pendent upon government, the price is 
usually the loss of those cherished 
rights of freedom which go with dem- 
ocracy, and what was once a_ benevo- 
lent government becomes the master,” 

In the United States, Mr. Johnson 
said, every second family owns its own 
home; every family has an automobile, 
on the average; there is $780 per fam- 
ily in savings banks, and there is nearly 
$4,000 of life insurance per family, mak- 
ing a total of $117,500,000,000. 

Life insurance is safe because it is 
one of the most thoroughly supervised 
businesses in America, yet operating 
under a system that permits management 
freedom of initiative in developing new 
and better forms of protection; of im- 
proving methods in the interests of ef- 
ficiency, lower costs and increased sery- 
ices, said Mr. Johnson. 

Life insurance supervised by the states 
has demonstrated its worth over the 
years, he said. Life insurance, in effect, 
lives in a glass house. Every expendi- 
ture must be accounted for and the 
minutest details of its operation subject 
to the supervision of state authorities. 
During 1940, said Mr. Johnson, American 
families received from life insurance 
companies $303,000 every hour of every 
day of the year. 

He went on to pay a tribute to the 
agents, who, through their perseverance 
and assistance, have created the protec- 
tion which American policyholders now 
have. “Thus we see life insurance at 
work as one of the great democratic 
institutions accepted by the people and 
managed by its companies in the public 
interest, toward the end of giving to 
America in this struggle for democracy 
a real foundation upon which to continue 
to build its confidence and morale so 
necessary in these uncertain days.” 





Resolution 
_ The council of the National Associa- 
tion of Life Underwriters at its national 
mid-year meeting at Wichita, Kan., on 


March 28 adopted a resolution that the 7 


members of the National Association 
pledge their assistance in carrying out 
the program to help finance the national 
defense through the sale of defense sav- 
ings bonds and stamps. 


NOMINATING COMMITTEE NAMED 


The National Association’s nominating 
committee, which will select the 1941-42 
slate to be presented to the convention 
at Cincinnati, will include the following: 
Lee Wandling, Equitable Society, Wich- 
ita, chairman; Clarence W. Wyatt, John 
Hancock Mutual, Boston; Claude Jones, 
Connecticut Mutual, Indianapolis; Glen 
A. McTaggart, Prudential, Denver; and 
Osborne Bethea, Penn Mutual, New 
York. These five received the highest 
number of votes from a group of fifteen 
presented to the National Council. Mr. 
Wandling, by virtue of receiving the 
most votes, automatically became chair- 
man 
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Want Agents Put Under 
Social Security Act 


UNEMPLOYMENT LAWS PROBLEM 
ce J. Dineen Discusses Proposal 
Before National Ass’n Mid-Year 
Meeting At Wichita 





or 


Underwriter and _ Social 
Security” was the topic discussed by 
Charles J. Zimmerman, immediate past 
president of the National Association of 
Life Underwriters, before the mid-year 
meeting at Wichita March 28. He dis- 
cussed the pros and cons of the inclusion 
of life underwriters under the Social 
Security Act. 

Opposition among life underwriters to 
inclusion under Social Security, Mr. 
Zimmerman believes, is based partly on 
abstract social beliefs, the idea that 
Social Security is another step in the 

_ direction of Government paternalism, 
which might in the future become a 
political football, and because the life 
underwriter, of all people, should pro- 

for himself by using the product 

Others who op- 


The Life 


vide 
which he merchandises. 
pose Social Security point out that the 
life underwriter is an individual con- 
tractor who can function and maintain 
his place in the economic order only 
as an independent contractor. 

A practical objection is unemployment 
insurance, the taxes for which would 
have to be paid by the companies, and 
passed on to policyholders. Such added 
costs would handicap life insurance in 
its competition with other channels of 
investment. And although the 
ployment insurance taxes would have to 
be paid, Mr. Zimmerman continued, the 
life underwriter could enjoy the 
benefits of unemployment insurance wun- 


unem- 


not 


less his contract is cancelled for lack of 
production or for some unethical action 


on his part. Mr. Zimmerman cited 
numerous other obstacles, including re- 
newal commissions exceeding $15 a 


month after age 65, basing of Social 
Security tax on gross or net commis- 
sions, life insurance brokers and part- 
time agents, and other difficulties. 


Some Favor Measure 


“On the other hand,” he said, “there 
are those who maintain that Social 
Security is a sound social measure and 
that these difficulties are not insoluble. 
With the increase in the problems of ola 
age dependency, a sound Social Security 
system to provide at least a minimum 
subsistence for old age is most de- 
sirable. 

“Those who point out that company 
pension plans will make inclusion of the 
underwriters under Social Security un- 
necessary are unfamiliar with the limi- 


tations which company pension _ 
must have,” Mr. Zimmerman said, “There 
are limitations imposed by Bt and 


many who oppose inclusion of the agent 
under Social Security benefits also op- 
Pose any change in the expense limita- 
tions placed upon the companies and 
field forces by the laws of the several 
states.” 

Expressing his belief that within a few 
years every company will have estab- 
lished a pension plan for field represen- 
tatives, Mr. Zimmerman pointed out that 
such pension plans will be most effec- 
tive if 


they are superimposed upon 
Social Security benefits. He cited the 
position taken by the Compensation 


Committee, of which he and President 
right are members representing the 
field, in connection with Social Security. 


Want Local Opinion 


ry. . . . 

lhe National Association would wel- 
come an expression of opinion on the 
Part of local associations in regard to 


Social Security. Several associations 
have already adopted resolutions urging 
that the agent be brought under the 
benefits of the Old Age and Survivor 
Insurance Benefits of the Social Security 
Act. If other associations agree with 
this, then they too should be urged to 
adopt resolutions. If, on the other hand, 
you feel that the agent should be ex- 
cluded you should take action in that 
direction,” he said. 

“Finally, it is my own feeling that a 
great majority of agents wish to be 
included. If this is so and if this can 
be done without taking away our status 


as independent contractors and without 
subjecting our policyholders, our com- 
panies, and ourselves to unnecessary un- 
employment insurance taxes, and if there 
can be assurance that our method of 
renewal compensation will permit us to 
receive the benefits of Social Security 
then I feel that we should vigorously 
urge the Compensation Committee to 
continue to work toward the end of 
bringing such inclusion about. I further 
feel that very few, if any, companies 
will oppose such a move if the move 
is sponsored by a large majority of their 
field representatives.” 


1942 CONVENTION — MINNEAPOLIS 

The 1942 national convention of the 
National Association of Life Underwrit- 
ers will be held in Minneapolis, Minn. 
Associations wishing to sponsor the con- 
vention the following year are required 
by the by-laws to submit their bids at 
the mid-year meeting, and Minneapolis 


was the lone association to apply. De- 
troit signified i its intention of bidding for 
a convention in an early year most de- 
sirable from the standpoint of the Na- 
tional Association. 





This photograph shows the progress 
of construction, as of the fall of 
1940, 0f New England Mutual’s new 
Home Office building, which will be 


completed later this year. 
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safety and utility. 


COORDINATED ESTATES. 


policy contracts. 


available on surrender values. 





Close Harmony 


_ the apparent ease with which a great structure takes 
shape under the hands of steelworkers and masons, there lie 
the thousand-fold blueprints of architects and engineers. On their 


skill in coordinating the many elements of construction depend its 


Of similar importance to the structure of family protection is the 
harmonizing skill of the understanding, expert life underwriter. To 
assist its Fieldmen in this essential of client-building, New England 


Mutual makes available a complete outfit of programming tools, 


Whether a prospect’s needs are large or small, COORDINATED 
ESTATES provides a clear, comprehensive, and persuasive blueprint 
ot the protection that life insurance can provide. 

Underwriters find programming made more satisfying, too, by 
the remarkable liberality and flexibility * of New England Mutual 


*For example: Conversion by difference in reservess options are 
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E management of a life insurance 

company has a primary responsi- 

bility to its policyholders to invest 
the funds of the company and to conduct its 
affairs so that the company will be able 
promptly to meet all its contractual obliga- 
tions to policyholders and beneficiaries when 
they fall due. The discharge of that 
responsibility carries with it a great oppor- 
tunity for service to the public at large. 


Because of the complexities of the present 
economic situation growing out of the critical 
period through which the world is passing, 
this service to the public has now become of 
great importance in the economic and social 
structure of the country. Your management 
is acutely aware of its responsibility to its 
policyholders. So also, it recognizes that 
much public benefit will necessarily follow 
from its performance of that responsibility. 


Nearly one-half of the people of the 
United States own life insurance. From 
the savings of these people, who live on 
the farms and in the villages and the cities, 
come the premium payments which account 
for most of the income received by life 
insurance companies. These funds eventu- 
ally go back from those companies to the 
policyholders and beneficiaries as payments 
in accordance with the terms of their policy 
contracts. Before such payments are due, 
however, the funds become available for em- 
ployment in the economic life of the people as 
a whole in the form of investments or loans. 
Such investments or loans are useful to those 
individuals, corporations and governments 
who need funds to build homes, to carry on 
business, or to meet budgetary and capital 
requirements. 


The life insurance companies in turn con- 
sider the probable income from these invest- 
ments and loans when they calculate their 
premiums. Earnings are an important factor 
in building up the funds out of which future 
obligations to policyholders and beneficiaries 
are met. They are also a substantial factor 
in reducing the total cost of insurance to the 


policyholder. 


Safety is the First Consideration 


In making investments or loans it is of 
paramount importance that the policy- 


holders’ interests be protected and that 





NEW YORK LIFE 
96 Annual Statement 


safety be made the first consideration. That 
has been the policy of this Company since 
its organization. It will continue to be its 
policy. 

The Public Interest is Served 


But the Company is also very conscious 
of the public service that is rendered through 
the employment of its funds. In recent 
years, for various reasons, the individual who 
has accumulated savings during the course 
of the year has been more and more hesitant, 
or has experienced greater and greater diffi- 
culty, in making his own private investment 
of these savings. Asa result the public has 
put larger amounts of savings into such insti- 
tutions as life insurance companies. But these 
savings are not stagnant or idle. In large 
part they are turned back into the blood 
stream of the national economy through 
investments and loans which these institu- 
tions make in accordance with the laws of 
the various States. 


In the past ten years, the investments and 
loans of all life insurance companies in the 
country have grown from approximately 
$20,000,000,000 to $30,000,000,000. The 
effect of this upon our national economy is 
great, for, as the volume of such investments 
and loans has increased, the public service 
performed by them has likewise increased. 
Even a brief examination of the loans and 
investments of the New York Life Insurance 
Company will, we believe, demonstrate that 
it has employed its funds both with a view to 
safety and in the public interest. 


Loans and Investments at Work 


Government Bonds.—This Company’s in- 
vestments in bonds aggregate $1,827,000,000. 
Of this amount, approximately $800,000,000 
are United States Government bonds, either 
direct or fully guaranteed. During the past 
year the Company increased its holdings in 
this classification of investment by about 
$100,000,000. 
bonds are generally regarded as the prime 
investment security of the world. Their 
safety is beyond question. More than that, 
the Government at the present time is 
making huge expenditures in the interests 
of national defense. From the point of view 
of the public interest as well as the safety of 
its policyholders, the Company’s policy is 


United States Government’ 


to continue, in the present circumstances, to 
invest in Government securities. 


Other Bonds.—The Company’s investments 
in State, county and municipal bonds, which 
are likewise regarded as prime investments, 
and which amount to over $250,000,000, also 
play a great part in our national economy as 
well as our social advancement. They pro- 
vide funds to help build schools, bridges and 
highways as well as other local institutions 
and improvements. The Company’s hold- 
ings of railroad bonds aggregate approxi- 
mately $285,000,000 and help to finance the 
country’s principal transportation system 
which isso essential to both the business of 
the country and its defense. Our public 
utility bonds aggregate over $335,000,000 
and, in making these investments, the Com- 
pany has helped to provide the people with 
electric, gas, water, communication and 
other services. 


Large and Small Loans.—Most of the 
corporations whose bonds are owned by 
the Company are relatively large because 
so many small borrowers do not or cannot 
issue bonds which are eligible or practi- 
cable as investments for a life insurance 
company. This Company, however, makes 
many mortgage loans and policy loans. 
Most of the policy loans are for small 
amounts. Mortgage loans are made in both 
small and large amounts. An examination 
of the Mortgage Loan Portfolio, which in- 
cludes loans on business, residential and farm 
properties, shows that at the end of 1940 the 
Company had on its books 31,741 first mort- 
gage loans on real estate, which, less reserves, 
amounted to about $420,000,000. About 87 
per cent of these mortgage loans, that is 
27,656, were for less than $10,000 each and 
aggregated over $117,000,000. About 60 
per cent of the total number of such loans, 
that is 18,928, were for less than $5,000 each 
and aggregated over $60,000,000. About 
$70,000,000 of the Company’s real estate 
loans were FHA-insured mortgage loans. 


Stocks.—The Insurance Law of the State 
of New York does not permit life insurance 
companies to invest in common stocks. Asa 
result they cannot legally provide equity or 
partnership capital, either for big business or 
for small business. However, they are per- 
mitted to invest in preferred and guaranteed 


The New York Life Insurance Company has always been a mutual company. 
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INSURANCE COMPANY 
to its Policyholders 


stocks which measure up to certain legal 
requirements. This Company’s holdings of 
such stocks, which provide additional funds 
for industry, amount to about $90,000,000. 


All things considered, it is apparent that 
the assets of the New York Life Insurance 
Company are at work not merely to produce 
a return but also to do their part in advanc- 
ing both economic and social progress. 


Payments to Policyholders and Beneficiaries 
During the year 1940, the New York Life 
Insurance Company paid to policyholders 
and their beneficiaries a total of $204,394,345. 
Of this sum $135,015,066 was paid to living 
policyholders and $69,379,279 to benefici- 
aries. During the past ten years, the Com- 
pany’s payments to policyholders and bene- 
ficiaries have exceeded $2,180,000,000, 


New Insurance 


New insurance during the year 1940 
amounted to $425,970,300. There were 
210,896 new policy contracts made during 
the year and the average size of new policies 
was $2,020. Although the volume of new 
business was slightly less than the previous 
year, nevertheless there was a substantial 
reduction in the aggregate volume of ter- 
minations, particularly lapses and sur- 
renders. On December 31, 1940 the Com- 
pany had 2,925,775 insurance policies in 
force for a total of $6,895,182,749, which 
represented an increase of 53,541 in the 
number of policies and $64,347,953 in 
amount as compared with the end of the 
previous year. 


Assets and Liabilities 


The total value of all bonds, which were 
valued in accordance with the law, was sub- 
stantially below the total market value as of 
December 31, 1940. The aggregate amount 
of the Company’s real estate mortgage loans 
was written down by $26,000,000 to the 
estimated value as of the end of the year. 
Furthermore, the total real estate owned 
by the Company was also marked down 
in 1940 and is carried at the estimated 
market value. Total admitted assets amount 
to $2,869,735,205, an increase of $107,456,722 
over the previous year. 


In the liabilities, by far the largest item, 
$2,322,671,554, is the Insurance and Annuity 


It started business on April 12, 1845 and is incorporated under the laws of the State of New York. 


Reserve computed by the Superintendent of 
Insurance of the State of New York. This 
reserve is the amount which the Company 
must hold in good assets so that together 
with future premiums and interest, it may 
be able to meet future policy obligations as 
they become due based on assumptions as 
to future rates of claim, interest and expense. 
The sum of $38,747,490 is set aside in the 
liabilities for dividends payable to policy- 
holders in 1941. In addition to a Voluntary 
Investment Reserve of $50,000,000, the 
Company had, at the end of the year, a 
surplus, reserved for general contingencies, 
amounting to $127,073,603. 


* * * 


The present high standing of the Com- 


pany, its conservative financjal and actuarial 








standards, and the character of the organiza- 
tion both in the Home Office and the Field 
should be a source of great satisfaction to 
every policyholder. 


A more complete report as of December 
31, 1940 containing additional statistical and 
other information of interest about the Com- 
pany, as well as a list of the bonds and the 
guaranteed and preferred stocks owned by 
the Company, will be sent upon request to 
the New York Life Insurance Company, 51 
Madison Avenue, New York, N. Y. 


re 


President 





December 31, 1940 


ASSETS 


Cash on Hand or in Banks... $50,740,231.25 
U. S. Government, direct or 
fully guaranteed Bonds... . 


State, County and Municipal 


798,701,310.42 


ES ee te 254,278,035.73 
Railroad Bonds............ :, 285,382,157.84 
Public Utility Bonds........ 335,809,038.91 
Industrial and other Bonds... 67,680,280.67 
Canadian Bonds............ 85,754,443.90 
Stocks, Preferred and 

GUIAPATIIEEE.. 0.5 6 cies coco 89,621,300.99 
GA EE ocd i in ede eoaine’s 93,753,231.24 
OO) en ee 15,374,500.00 
First Mortgageson Real Estate, 

legs TOGCTVES: .. 2. onc ens 421,904,728.35 
Poley EOGGG nc. 2t Mecsas 309,207 ,080.82 
Interest Due and Accrued on 

Bonds, Mortgagesand Policy 

TNE ie. co cidoeia caine tes 27,181,644.68 
Rents, Due and Accrued... . . 1,752,642.71 


Uncollected and Deferred 


NR Sardine nee ma sis.« 32,155,465.50 
CH RI ics eke ana: 439,112.66 








OM ccuen wwe ees $2,869,735,205.67 





Of the Securities listed in the above statement, 
Securities valued at $43,652,898.21 are deposited 
with Government or State authorities as required 
by law. 





LIABILITIES AND SURPLUS FUNDS 


Insuranceand Annuity Reserve 

computed by the Superin- 

tendent of Insurance of the 

State of New York........ $2,322,671,554.00 
For amounts not yet due on 

Supplementary Contracts. . 
For Dividends left with the 


166,767,005.40 
125,768,411.20 


es aS SS 38,747 ,490.00 
For policy benefits in process 
of settlement......... ifer 9,096,703.04 
For policy benefits incurr 
but not yet reported....... 1,875,000.00 


For premiums, interest and 
renta, prepaid...........- 
Reserve for eee expenses on 
Single Premium policies and 


11,360,906.19 











pe rer prere 3,390,000.00 
Reserve for fluctuations in 
foreign currencies*....... . 4,000,000.00 
Reserve for miscellaneous 
Liabilities (including taxes, 
rentals and salaries)...... 8,984,531.93 
Total Liabilities... ... $2,692,661 ,601.76 
Voluntary Investment 
ee Eee rree 50,000,000.00 
Surplus, reserved for 
General Contingencies... _127,073,603.91 
OE $2,869,735,205.67 





*This reserve is held mainly against the 
difference between Canadian currency Assets and 
Liabilities which are carried at par. 
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HEARD 


on the WAY 








Krueger, CLU, assistant to the 
veneral agent, Rudolph Recht agency of 
the Northwestern Mutual Life, 386 Fourth 
New York, delivered one of the 
papers at sales 
coneress of the Life Underwriters Asso- 
Westchester in Bronxville. 

been in the life in- 


Harry 


Avenue, 


outstanding the recent 


ciation ot 
Mr. Krueger has 


surance business since July, 1921, in 
which year he joined the home office 
staff of the Northwestern Mutual. He 





HARRY KRUEGER 


became head of the optional settlement 
division and, in 1932, transferred 
to New York. He has been 
the Life Underwriters Association of 
New York City and was a speaker on 
sales congress programs. In 1935 he 
was secretary-treasurer of the New York 
CLU chapter and in 1938 became its 
president. He holds an agency mana- 
ger’s certificate from the American Col- 
lege of Life Underwriters. 

Mr. Krueger has an unusually 


was 
active in 


wide 


acquaintance with producers in the 
Greater New York territory. 
For some years he has done a sub- 


stantial amount of personal production, 

Martin L. Seltzer, who recently re- 
signed as general agent of the Aetna 
Life in Des Moines, is continuing with 
that company as a personal producer. 
He started in insurance as a stenog- 
rapher and bookkeeper. In April, 1908, 


he began selling life insurance for the 





NEW POLICY FORM 





Boston Mutual's Minor 20 Year Pay- 
ment Life for Ages 1 to 15 Next Birth- 
day Before Department for Approval 
The Boston Mutual Life some time ago 
analysis of the policy 
Industrial branch and, as 
recommendations of its 


undertook an 
forms in its 
a result, 
actuary, the board authorized the prepa- 
ration of a new Minor 20 Year Payment 
Life to be issued at Ages 1 to 15 next 
birthday. The new policy, now before 
Insurance Departments for approval, 
will make the company’s Industrial 20 
Year Payment Life plan available at 
the younger ages not covered by its 
present Adult 20 Year Payment Life 
policy. 


upon 


The Provident Mutual has added Mor- 
ris and Sussex counties in New Jersey 
to the territory of Aléxander F. Gillis, 
general agent at Newark. 





SELTZER 


MARTIN L. 


Travelers, and in 1923 went into organi- 
zation work for the company as field 
assistant. He then became assistant 
manager in Grand Rapids and St. Louis. 
In 1927 he became assistant to the gen- 
eral agent of the Aetna Life for Iowa, 
and in November, 1929, was made gen- 
eral agent. 

He has been past president of the Des 
Moines Association of Life Underwrit- 
ers, Iowa State Association and Des 
Moines General Agents and Managers 
Club. He is a past trustee of the Na- 
tional Association of Life Underwriters. 
He was chairman of the committee in- 
strumental in getting the National Asso- 
ciation’s convention in Des Moines in 
1935. In promoting the Des Moines 
convention he wrote 50,000 letters, 
traveled 25,000 miles and made seventy- 
five speeches. 





The death of the late A. Homer Vi- 
pond, 64, agents’ counselor of the New 
York Life for Canada and forty-three 
years with that company, means the 
passing of one of the most loved and 
respected of Canadian producers. He 
was one of the founders of the Life 
Underwriters Association of Canada and 
was president of it in 1911. 

In its Nylic Review the company 
printed two columns about Mr. Vipond. 
He was born in Hudson, Quebec, edu- 
cated at Stanstead College, and began 
his insurance career in 1897, when he 
father in a general 


was assisting his 
store business in Hudson. The father 
was also postmaster, and in that ca- 


pacity he had received a letter from the 
New York Life agency director in Mon- 
treal asking where he could get a good 
agency representative in the Hudson 
territory. Young Vipond decided to try 
the work. Most of his traveling in the 
early days was off the beaten track. 
At one time he took a trip to New 
Liskeard in northern Ontario, on which 
site there later was discovered the rich- 
est silver mine in the territory. This 
village was occupied mostly by pros- 
pectors seeking a fortune in the new 
country. Mr. Vipond put out a sign for 
the New York Life on a log cabin and, 
after spending ten days there, returned 
to Montreal with 28 applications. A 
doctor, who was one of the company’s 
medical examiners, accompanied him on 
this trip. 

Mr. Vipond was widely known _ in 
Montreal and did much to help the 
reputation of the New York Life in the 
Dominion. At one time 75% of his busi- 
ness came from old policyholders. 

He is survived by his widow, a son, 
Fletcher, and three sisters. 


Unele Francis. 


WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 
Telephone BArclay 7-3428 








Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BArclay 7-4443 

















‘Total Insurance in force 
increased 11.03% 
during 1940 


There is a reason! 


Adal 


INSURANCE COMPANY 
Founded 1850 
120 West 57th Street 
New York, N. Y. 

















L. M. Buckley of Chicago 
Is Round Table Qualifier 


L. Mortimer Buckley, CLU, has been 
approved as qualifying member of the 
Million Dollar Round Table of the 
NALU, according to Chairman H. Ken- 
nedy Nickell. Mr. Buckley’s total pro- 
duction in his qualifying year comprised 
eighty-one cases on individuals with no 
Group or salary savings. It included 
ten retirement annuity cases. 

Busy in many other activities during 
the year in which he qualified, Mr. 
Buckley became supervisor of the Thur- 
man agency of the New England Mu- 
tual at Chicago, managed Harry 
Wright’s campaign for president of the 
National Association of Life Underwrit- 
ers, served as a member of the National 
Association Committee on Public Infor- 
mation and was a member of the nom- 
inating committee at the Philadelphia 
Convention. He is chairman of the 
board of the Chicago Association of Life 
Underwriters and chairman of the Busi- 
ness Practice Committee. 





BOSTON POLICYHOLDERS’ NIGHT 


Every member of the Boston Life 
Underwriters Association can bring a 
policyholder to the next meeting of the 
association, in the Hayden Memorial 
auditorium at Boston University on 
April 15. Speaker will be Vash ‘Young 
of New York, who will talk on “Going 
Right When Things Go Wrong.” In 
addition, the John Hancock Glee Club 


will appear. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 














NOW IN OUR //th YEAR 


A milestone at 
which we are grateful for 
the steadfast confidence and 
good will that mark day-by- 
day relations between policy- 
holders, field force and home 
office staff. 


An anniversary 
in which we are striving to 
be worthy of continued lead- 
ership as one of America’s 
oldest and strongest life 
insurance companies. 
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PROPOSED OKLAHOMA TAX 





House Bill Would Impose 4% Premium 
Levy on All Out-of-State In- 
surance Companies 

House Bill 353, introduced in the 
Oklahoma Legislature would increase 
the annual tax imposed on foreign in- 
surance companies and extend the pro- 
visions of the statutes to include every 
foreign corporation, copartnership, as- 
sociation, inter-insurance exchange or 
individual who is a non-resident of the 
state, doing an insurance business of 
any nature within the state limits. 

The bill would provide that the annual 
reports submitted to the Insurance Com- 
missioner must contain the total amount 
of gross premiums received in Oklahoma 
during the preceding year, or since the 
last return of such premiums was made; 
and the company shall at the same time 
pay to the insurance. commissioner an 
entrance fee, “and an annual tax of 4% 
on all premiums collected in this state, 
after all cancellations and dividends to 


policyholder are deducted, and an an- 


nual tax of $3 for each local agent, and 
such other fees as may, be paid to said 
insurance commissioner.” 
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TNEC Report 


(Continued from Page 1) 


the states which created them to regu- 
late their activity, the report continues, 
“This, then, is the dilemma in which 
the people of the modern world find 
themselves. The economic freedom of 
individuals is circumscribed, restrained, 
and sometimes suppressed by organiza- 
tions against which they are wholly un- 
able to protect themselves. Their com- 
mercial and industrial activities neces- 
sarily are carried on for the most part 
by large organizations, but they have 
not found the formula for fully preserv- 
ing their individual freedom without 
erecting government controls which, 
however well meant, are sometimes an- 
noying, sometimes inefficient, sometimes 
shortsighted, and sometimes even a little 
arbitrary. : 
“To this committee it seems obvious 
that if government is not to assum? 
that task, we must find the way to foster 
and encourage private enterprise. Pri- 
vate enterprise must be protected from 
destruction by concentrated group ac- 
tivity. The concentration of economic 
power and wealth by means of prac- 
tices, devices, and organizations which 
decency and common sense condemn, 
must first be stopped if enterprise is to 
be kept free from government control.” 


National Standards for National 
Corporations 


A lengthy section of the report is de- 
voted to “National Standards for Na- 
tional Corporations and Economic 
Organizations.” Under this section this 
comment is made: “Among those to 
suffer the worst effects of the failure 
to require national standards for na- 
tional corporations are, it is almost pos- 
sible to say, the business men of the 
nation who have been taught to fear 
a national charter law. Because the 
local corporation and the small corpora- 
tion have no protection against the un- 
fair and improper activities of the large 
corporation, little business has seen a 
constantly increasing portion of the 
nation’s business pass into the hands 
of big business.” 


Cite Possible National Laws 


The following statements are made not 
as recommendations but as observations 
in the report: 

“A national law which would prohibit 
interlocking directorships would elim- 
inate one of the principal causes of con- 
centration and would injure no local or 
small corporation. 

“A national law which would make 
corporation directors trustees in fact as 
well as in law would protect investors 
and would injure no local or small cor- 
poration. 

“A national law which would raise a 
barrier to business dealings by corpora- 
tion officers and directors for their own 
personal profit with the corporations 
they manage would protect investors and 
all honest business enterprise. 

“A national law which would make 
corporation officers and directors civilly 
liable, personally, for violations of the 
anti-trust laws which they themselves 
conceived and directed would protect all 
business. 

“A national law which would clearly 
define the scope of subsidiary corpora- 
tions and one which would standardize 
corporate financing would remove two 
of the causes of concentration. 

“These and other necessary reforms 
could be effected by a national charter 
law without in the slightest degree im- 
Pairing state sovereignty. Indeed, such 
Provisions would have the very opposite 
effect, because they would abolish the 
Principal means by which the concen- 
tration which has undermined local 
economic sovereignty has been effected.” 

As to this section the report contains 
a dissenting statement by Messrs. Reece, 
Pike, and O'Connell. Representative 
Sumners made a separate statement in- 
cluded in the report, in which he also 
dissented from certain conclusions of 
this section. The dissents in general 
were that the statements were too gen- 





Connecticut Sales 





Congress Speakers 





Pictured above are the speakers who appeared before the Connecticut State 


Sales Congress, and officials of the State Association. 


Left to right, standing: 


Timothy W. Foley, general agent, State Mutual, New York City; John E. Spence, 
Penn Mutual, New York City; A. R. Jaqua, associate editor, Diamond Life Bulletins, 


Cincinnati; and Robert C. 


Mix, sales congress chairman, and general agent, State 


Mutual, New Haven. Left to right, seated: W. Eben Burr, president of the state 


association, Phoenix Mutual, Bridgeport; 
E. Bragg, manager, Guardian Life, New 


western Mutual, Newark; and James 


York City. 


J. Vincent Talbot, general agent, North- 


The congress, held at New Haven in the auditorium of the Yale Law School, 
was the fourth annual congress to be sponsored by the state association. Mr. Mix 
presided during the morning session, and Herbert G. Behan, Massachusetts Mutual, 
Hartford, vice-chairman, headed the afternoon session. 





Insurance Section of TNEC Report. 


The insurance section of the TNEC 
report opened with the observation that 
the committee the 
tensive study of life insurance since the 


has made most ex- 


well known Armstrong Investigation 
conducted by Chief Justice Charles 
Evans Hughes in 1906. “During the 


intervening period since then life insur- ° 


ance has grown to be one of the greatest 
businesses in the United States,” says 
the report. “Its influence reaches out 
through the capital structure of enter- 
prise and the millions of policyholders 
whose savings are entrusted to its care, 
until it can truly be characterized as 
a national enterprise of first importance. 
Consequently, the findings of the Tem- 
porary National Economic Committee in 
its prolonged deliberations will have a 
substantial influence on the development 
of a major American industry.” 


Recommendations on Regulation 


The report went on to say, “The life 
insurance business is regulated by the 
states. Our studies have disclosed con- 
ditions which lead to the following 
recommendations, which are respectfully 
made for the consideration of the 
several states in which these companies 
are domiciled: 

“1, Insurance commissioners should 
be appointed by a responsible executive 
(in all cases subject, of course, to con- 
firmation by the proper State body) and 
their selection should only be made with 
regard for the appointee’s experience 
and qualifications. 

“2. The tenure of office of the in- 
surance commissioners should be in- 
creased substantially and insofar as pos- 


sible competent commissioners should 
eral and inadequately discussed the 
specific purposes which would — be 


achieved by the adoption of “national 
standards for national corporations.” 





be continued in office regardless of their 
political affiliation. 

“3. The salaries of insurance com- 
missioners should if possible be substan- 
tially increased. 

“4. Insurance commissioners should 
not be obliged to undertake any duties 
other than the regulation and super- 
vision of insurance companies. 

“5. There should be substantial in- 
creases in the budget for insurance de- 
partments of most states. 

“6. The personnel of most insurance 
departments should be increased. The 
work of an insurance department should 
be undertaken only by full-time qualified 
employes whose pay is sufficient to make 
them conscious of their responsibilities 
and free from insurance company or 
political influence. The employment of 
special outside examiners should be dis- 
continued. The development of a civil 
service in state insurance departments 
is highly desirable. Companies should 
no longer be required to pay the salaries 
of examiners. If they must be charged 
for examination the necessary amount 
should either be collected by a lump-sum 
charge set in advance and paid by the 
company directly to the state treasury 
or preferably be collected through an 
appropriate state tax. 

“7. State insurance supervisory offi- 
cials should strengthen examination pro- 
cedures particularly in respect to com- 
panies domiciled within their state. The 
desired improvement would include more 
frequent examinations in some states, 
more competent examiners, greater pub- 
licity to and full release of all exam- 
ination reports, and the undertaking of 
examination which would give greater 
attention to the insurance operations 
as contrasted with the purely financial 
aspects of the business. 


“8. Closer regulations and supervision 
of agency practices is required. 
ent 


Pres- 


laws for licensing agents are all 












too frequently administered purely as 
revenue measures. Agents should be 
required to show more adequate train- 
ing, better prospects for financial suc- 
cess, and greater knowledge of the life 
insurance business. Furthermore, state 
supervisory officials should give more 
attention to such matters as company 
training courses, sales contests, compen- 
sation arrangements, etc. 

“9. Thé number of policy forms 
should be reduced, and greater attention 
given to establishing standardized policy 
forms or policy provisions acceptable 
in all states. The present confusion 
in this field is most undesirable. 

“10. State supervisory officials should 
more closely scrutinize activities.of’ offi- 
cers and directors and generally make 
more thorough checks on the com- 
petence and activities of company man- 
agements. 

“11. The life insurance business 
should be conducted on a competitive 
basis, with emphasis on management 
efficiency rather than sales promotion. 
No intercompany agreements should be 
permitted the effect of which is to pre- 
vent any company from developing ac- 
tuarily sound service and sales _tech- 
niques. 

“12. A fundamental change in the 
conduct of industrial insurance should 
occur. Otherwise, its eventual elimina- 
tion may be necessary. The primary 
responsibility for the change lies with 
the companies issuing such insurance 
and the states which supervise them.” 

- 


R endations for Federal Action 


The report then refers to the recom- 
mendations made at the last insurance 
hearing by Commissioner Pike of SEC, 
but without adopting them as part of the 
committee’s recommendations. The report 
goes on as follows: “Without interject- 
ing the Federal Government into the 
general field of insurance regulation, it 
is possible to utilize Federal powers in 
a direction which will strengthen state 
regulation and make it more effective. 
There are admittedly areas where state 
regulation is severely handicapped by 
reason of the interstate character of the 
life insurance business. If forthright 
steps are not taken now to plug the 
gaps where state regulation cannot do 
an effective job and to prevent relaxa- 
tion of regulatory standards in several 
states, such as have occurred in the past 
to the disadvantage of numerous policy- 
holders, state regulation may eventually 
decay and all-inclusive Federal control 
will be required.” 

There follow these recommendations 
for Federal action: 


“1. A Federal statute is recommended 
preventing life insurance companies from 
using the mails, the radio, or other 
means or instrumentalities of interstate 
commerce to sell insurance in a state 
where they have not been lawfully ad- 
mitted to do business. 


“2, The National Bankruptcy Act 
should be amended to permit any state 
insurance commissioner to apply to the 
appropriate United States district court 
to bring about liquidation or reorganiza- 
tion of a life insurance company. If a 
company should be adjudicated bankrupt, 
the designed Federal agency or its nom- 
inee should be appointed to act as con- 
servator and advisor during the read- 
justment of the company’s affairs. 

“3. Officers and directors of insur- 
ance companies operating in more than 
one state should be prohibited by Fed- 
eral statute from using their positions 
for improper personal gain either di- 
rectly or indirectly. The statute should 
also declare life insurance officials not 
only in fact but in the eyes of the law 
trustees required to adhere to the strict- 
est fiduciary standards; appropriate civil 
and criminal penalties should be pro- 
vided. 

“4. It is recommended that an ap- 
propriate committee be directed to con- 
duct a thorough investigation of all 
forms of fire, casualty and marine in- 
surance.” 

A personal statement was appended 
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In a foreword to his preliminary report as Superintendent of Insurance re- 
cently presented to the New York Legislature, Louis H. Pink paid a fine tribute 
to the personnel of the Insurance Department, and particularly to those who have 
served many years. The above cut was used in this report and shows a group of 
the long service members of the Insurance Department staff. In his foreword, 
Superintendent Pink said: 

“It cannot be too often emphasized that any Superintendent of Insurance is 
largely dependent upon his staff. No man could hope to solve all of the regulatory 
problems of this vast and technical business without the help and advice of loyal 
men and women possessing ability, experience and a sincere desire to serve the 
public. 

“Most of the employes of the Department make a career of public service. 
Our personnel in the Department proper numbers over three hundred, and only 
about forty have served it less than five years. 


effort has brought respect from those who deal with us and is an incentive to the 
entire personnel. 


“One of the outstanding examples of loyal, efficient and unselfish public service 
is the record of the Liquidation Bureau. The depression brought one of the most 
difficult and arduous jobs of liquidation ever undertaken in this country. This grew 
out of the failure of many casualty and mortgage companies. To meet this formidable 
task required a large staff. Most of the people employed were taken from the dis- 
tressed companies. At one time this force numbered over 3,000 but now is less than 
700. Despite the knowledge that the consequence of their earnest and successful 
efforts would be the loss of their jobs, they worked faithfully and well. To make 
releases from time to time in the bureau has been difficult and unpleasant, but 
necessary. It is my hope that the insurance business in its search for desirable men 
and women will not overlook this reservoir of trained and experienced service. 

“To my associates in the Department, to the Insurance Board and to the many 
others who helped the Department in its work during the past year, I acknowledge 


“It is fitting to honor especially some of the oldest employes of the Depart- 


ment in point of service. 


LAA Round Table 


(Continued from Page 6) 


ments. These enclosures are featured 
by the use of a fictitious character, a 
genial old gentleman, used to person- 
alize the collection office. This “Mr. 
Figgerhead” is given humorous and 
good-natured treatment as the mouth- 
piece of the collection effort, and has 
produced remarkably good results, the 
company receiving much mail addressed 
to “Mr. Figgerhead,” who has _ been 
accented as somebody more actual than 
mythical. A dividend of results has been 
the starting up of a very good public 
relations job. 

Francis O’Brien of the Franklin Life 


The spirit which has inspired them to long and faithful 


told of his company’s experience in 
basing printed material copy on a back- 
ground of the company’s historical in- 
formation. 

Edgar S. Wescott, Bankers Life of 
Nebraska, led a panel on the subject of 
publications for agents, going into a 
general debate on the value of personal 
notes and how to keep them flowing. 
Robert S. Walstrom of the Continental 
Assurance, completed a full program 
with a panel discussion on methods of 
merchandising sales promotion material 
to insure its proper use. 

In conclusion, the round table con- 
sidered and debated the conclusion that 
to successfully promote the use of sales 
material it should be presented to the 
field force by the man who creates it, 
as the most naturally vigorous sponsor. 


gratitude and express thanks.” 


GIFT TO INDIANA UNIVERSITY 


The Life Officers Investment Seminar, 
an organization of financial officers of 
member companies of the American Life 
Convention, has made a gift of $1,000 
to the School of Business, Indiana Uni- 
versitv, to establish a graduate assist- 
antship for research work in invest- 
ments. 


FLORIDA PREMIUMS GAIN 

Figures from the preliminary report 
by the Florida Insurance Department 
show premium receipts from all com- 
panies operating in the state for 1940, 
to be $70,753,190, compared to $59,597,008 
in 1939. Life company premiums in the 
state were $40,165,459, against $32,196,163 
in 1939. 


TNEC Report 


(Continued from Page 17) 

by Dr. Isador Lubin and Leon Hender- 
son which was of a general character 
and in which they say, among other 
things, “We do not believe that the pro- 
gram which this report commends would, 
in itself, have prevented the great de- 
pression of the thirties. Likewise such 
a program will not be adequate to meet 
the problems of tomorrow.” 

W. Reginald Baker, of the Newark 
office of the Mutual Life of New York, 
marked his fifty-second anniversary with 
the company on Wednesday. He started 
as an office boy and entered the selling 
field in 1912. 
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Julian S. Myrick Submits 
Report to National Council 


Julian S. Myrick, chairman of the 
Sub-Committee on Federal Legislation 
submitted a report to the National 
Council of the National Association of 


Life Underwriters, meeting at Wichita 
March 28, covering TNEC’s monograph 
No. 28 on the study of legal reserve life 
insurance companies, and the statement 
on life insurance by Sumner T. Pike, 
commissioner of the SEC, before the 
Temporary National Economic Com- 
mittee. Quoting from “History of Life 
Insurance in its Formative Years,” Mr. 
Myrick recalled the objectives and ac- 
complishments of the National Asso- 
ciation in past years. 

The study of legal reserve life insur- 
ance companies issued by the TNEC 
as Monograph No, 28 clearly demon- 
strates the financial strength and able 
management of the companies, Mr. 
Myrick reports. He believes that it has 
strengthened the position of life insur- 
ance, rather than in any way harming it. 

Regarding SEC Commissioner Pike’s 
statement of February 28, the report 
agrees with and endorses Mr. Pike’s 
ten recommendations for strengthening 
state regulation. But Mr. Myrick dis- 
agrees with the suggestion to liberalize 
the laws governing life insurance com- 
pany investments to allow purchase of 


common stocks. 
the opinion,” Mr. 


“IT am. still of 

Myrick said, “that the existing laws 
are the wisest and most protective of 
the soundness of the life insurance busi- 
ness, and that they should not be 
changed except possibly to include a 
greater percentage of perferred secur- 
ities.” 

There is no necessity or reason for 
Federal legislation setting up Federal 
regulation of life insurance or an advis- 
ory board to supplement state supe-- 
vision, Mr. Myrick said. Life insurance 
has demonstrated that the companies 
have been ably and honestly managed 
and administered over a long period of 
time, that state supervision has been 
effective and has protected the interests 
of policyholder and the companies, state 
laws and supervision are necessary to 
protect the strong and honest companies 
against the dishonesty of a comparative- 
ly small percentage, and that under state 
supervision, policyholders and companie: 
have quick access to their company and 
regulatory officials. 

For these reasons and many others, 
the report says, the idea of Federal 
supervision of life insurance should b> 
dismissed, and the National Council 
should reaffirm the resolution opposing 
Federal control which was adopted by 
the fifty-first annual convention of the 
National Association of Life Underwrit- 
ers. 





Florida Life Underwriters 
Hold 1941 Sales Congress 


Florida life insurance men are ex- 
pected to back the agency qualification 
bill which will be introduced at the 
legislative session opening April 8. Pro- 
visions of the proposed bill were dis- 


cussed at the annual convention and 
sales congress of the Florida State 
Association of Life Underwriters at 


West Palm Beach yesterday and today, 
April 3 and 4, 

_ LeRoy Johnson, state manager for the 
Sun Life of Canada, past president of 
the state association and chairman of 
Its legislative committee, led the dis- 
cussion. Insurance Commissioner J. 
Edwin Larson listened in to get a com- 
prehensive view of what the life insur- 
ance leaders of the state feel is neces- 
sary, 

The sales congress program was put 
on by the Life Insurance Sales Research 
Bureau with Manager John Marshall 
Holcombe, Jr., presiding. On the pro- 
gram were B. N. Woodson, director of 
service of the bureau, and Lew Chap- 
man of the Bureau School in Agency 
Management. 


Treasurer Barton Reports 


Walter E. Barton, Union Central Life, 
New York, treasurer of the National 
Association of Life Underwriters, re- 
ported at the mid-year meeting at Wich- 
ita last week that the gross income of 
the association for eight months ended 
February 28 amounted to $96,410, an in- 
crease of more than $4,500 over the 
previous year; that advertising in the 
Life Association News grossed $30,711, 
a gain of nearly $1,000; and membership 
dues amounted to $55,024, also an in- 
crease. 


Harry T. Wright 


(Continued from Page 12) 





ship, the better the organization. The 
better we are organized the less fear 
of attack. 

“Grant Taggart, your secretary, is in 
charge of membership this year and is 
doing a great job. We are very hope- 
ful that, with your cooperation, mem- 
bership will reach approximately the 
40,000 figure, an all-time high. If there 
ever was a time that life insurance men 
should be fully organized, now is the 
time. 

Insurance a Big Stake 

“The President of the United States 
has asked for unity of purpose and con- 
fidence in our country, in support of the 
preparedness program. But there is 
nothing that will destroy the confidence 
of the average American citizen more 
quickly than to put a question mark in 
front of his life insurance. The life 
insurance owned by Mr. Average Amer- 
ican is the largest single stake that 
he has. He believes it is good. When 
you realize that only approximately one- 
half of one per cent has been lost to 
the insuring public during the last 
decade, and this period covers the most 
serious depression this country has ever 
known, he has every right to have con- 
fidence in what he regards as the best 
investment he has ever made. 

“It is unreasonable to believe that re- 
sponsible Government officials will dis- 
turb the fully justified confidence of the 
policyholders of this country. As long 
as unity and democracy count for any- 
thing in this country the institution of 
life insurance will continue to go for- 
ward.” 

In conclusion, Mr. Wright thanked 
the national headquarters staff, his fel- 
low-officers, the committeemen, and the 
state and local associations for the coop- 
eration he has received as president dur- 
ing the first half of his administration. , 

“T look forward to the balance of this 
administration in the hope that we will 
be able to accomplish our objectives, 
particularly those of interest to the man 
in the field,” he said. “With your con- 
tinued cooperation I am confident that 
the report to the membership which I 
will make in September will be a cheer- 
ful and a satisfactory one to them.” 


John Kirkland Clark To 
Address Lawyers’ Series 


John Kirkland Clark, president of the 
New York State Board of Law Examin- 
ers, will speak before the fourth of the 
series of five talks for lawyers and life 
underwriters, sponsored by the Commit- 
tee on Cooperation with Attorneys of 
the Life Underwriters Association of 
the City of New York. The lecture will 
be Tuesday evening, April 15, in the 
auditorium of the Metropolitan Life. 

Mr. Clark, a graduate of Harvard Law 
School, has been in practice in New 
York for about forty years. He will 
discuss “Claims Against Life Insurance 
Companies.” He is well qualified to 
speak on this subject, having served as 
New York attorney for the Connecticut 
Mutual, Connecticut General, National 
Life of Vermont, Bankers of Iowa and 
other insurance companies, 








Weston D. Ralston has been appointed 
general agent of the Minnesota Mutual 
Life at Cedar Rapids, Iowa. 





Hodges Reports for NALU 


Compensation Committee 


At the mid-year meeting of the Na- 
tional Association of Life Underwriters, 
held at Wichita last week, the commit- 
tee on agents’ compensation, of which 
Ray Hodges is chairman, reported prog- 
ress in the association’s plan to have 


life insurance agents brought under the 
old-age benefits section of the Federal 
Social Security Act without involving the 
organization in unemployment insurance 
provisions of the states. 

In its report the committee said: “The 
problem of bringing the agent under the 
old-age benefit section of the Federal 
Social Security Act has been given a 
great deal of study. Certain difficulties 
have been encountered, but we can defi- 
nitely report to you that progress is be- 
ing made. This can be only a progress 
report in this respect also, but your 
committee believes that a way can and 
will be found to bring to the life insur- 
ance agent the advantages of old-age 
benefit section without involving us in 
the unemployment provisions, the wages 
and hours problem and certain other 
collateral disadvantages. Your commit- 
tee is at work on it and there will be 
an open discussion of this whole problem 
at the meeting of the National Council. 

“Your committee will continue to lead 
in directing thought and action on the 
compensation problem along the three 
channels referred to above. Not until 
these aims have been completely reached 
will it consider that the question of 
agents’ compensation has been solved.” 

On the subject of agents’ compensa- 
tion the committee said it feels that any 
successful solution to the compensation 
problem must be directed along three 
channels: 

“1. To insure adequate income to the 
new agent during his induction into the 
business, and the first few years when 
he is getting started. 

“2. To insure adequate income to the 
established agent, and to make some 
financial provision to him for the time 
he is called upon to give in servicing 
present business beyond the present ten- 
year commission scale. 

“3. To present at least some basic 
plan of retirement income or pensions 
for agents.” 





CONNECTICUT GENERAL COS. 





Legislature's Insurance Committee Has 
Hearing on Proposed New Fire and 
Casualty Running Mates 
The insurance committees of the Gen- 
eral Assembly of Connecticut this week 
heard the Connecticut General Life’s 
bill to increase its authorized capital 
from $5,000,000 to $10,000,000 and to per- 
mit it to hold the stocks of the pro- 
posed Connecticut General Insurance 
Co., which would write fire insurance 
lines, and Connecticut General Casualty 
Co., to write casualty insurance only, 
contingent on granting of a charter to 
the two companies. Chief Actuary Rus- 
sell O. Hooker of Connecticut Insurance 
Department said he had no objection to 

the bills. 





GUARDIAN LIFE CAMPAIGN 


Designation of the month of April as 
Weidenborner Month in honor of Agen- 
cy Vice-President Frank F. Weiden- 
borner has been announced to its field 
organization by the Guardian Life. A 
special campaign for new business has 
been devised for the month. Guardian 
agencies throughout the country have 
been grouped into six leagues with each 
team in a league competing in a schedule 
of daily matches during April against the 
other teams in its division. 





BIG INCREASE IN MARCH 
The C. B. Knight Agency, Inc., gen- 
eral agents of the Union Central Life 
in New York, wrote total paid-for busi- 
ness of $2,399,606 during March, 1941, 
compared with $1,370,897 in March, 1940. 


Ted Simmons President 
Of Reporting Company 





THEODORE M. SIMMONS 


Theodore M. Simmons, formerly agen- 
cy vice-president of the Pan-American 
Life, has been elected president of the 
National Service & Appraisal Co., head 
offices of which have been moved from 
New Orleans to Chicago. 

The company and its subsidiary, Hill’s 
Reports, Inc., are engaged in insurance 
credit and investment reporting. The 
parent company was formed in 1926 and 
shortly thereafter purchased control of 
Hill’s Reports in Chicago, one of the 
oldest reporting agencies in the West. 

“The Chicago office accounts for a sub- 
stantial part of our business,” Mr. Sim- 
mons said, “and it is natural therefore 
that Chicago should be recognized as 
the logical headquarters. The move will 
be a step toward knitting together the 
organization with all key functions cor- 
related for efficiency in all of the various 
departments.” 

Mr. Simmons is the son of Dr. E. G. 
Simmons, executive vice-president of the 
Pan-American Life. He was with the 
Pan-American for seventeen years, and 
as agency officer traveled extensively and 
took an active part in agency organiza- 
tion affairs. 

Other officers of the National Service 
& Appraisal are H. L. Barnes, vice- 
president and manager; Harold L. Bred- 
berg and L. R. Cook, vice-presidents, 
and D. E. O'Kelly, secretary-treasurer. 
Mr. Bredberg, head of the insurance 
department, is a director of the Chicago 
Accident & Health Association. 





REMARKABLE A. V. OTT RECORD 


Agency Leads All Others in Equitable 
Society for Group Production 
First Quarter of 1941 
At the end of the first quarter of 1941 
the A. V. Ott Agency, Equitable Society, 
New York, was leading the Society’s 
agencies in Group production. It was 
the first time the E. A. Woods Agency, 
Pittsburgh, has not been in first place 
for any quarter for Group. In 1940 
the Ott agency had Group insurance 

production of more than $10,000,000. 

The record made by the Ott agency 
came as it is moving to new quarters on 
the ninth floor of the home office at 393 
Seventh Avenue from its present quart- 
ers on the fifteenth floor. 








ROBERT A. DUNCAN DIES 


Robert A. Duncan, general agent for 
the Mutual Benefit at Flint, Mich., died 
March 28 following an operation. He 
first entered the life insurance business 
with the Mutual Benefit in 1931 and came 
to the Grand Rapids agency of the com- 
pany as a supervisor. The Flint agency 
was created last may from territory for- 
merly operated as a district of the Grand 
Rapids agency. 
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INFORMATION SERVICES 


Time 


INSIDE 
The 
truer 


magazine made a 
statement than when it 
Wall-Streeters as 


star 


never 
recently 
referred to “snowed 


under by dope-sheets, gazing re- 


ports and the auguries of expertly 


gloomy sibyls.” 
The 
which 


inside tip sheets to 
downtown New York 


financial and commercial sections of the 


number of 


and other 


country are subscribing has reached a 
point where this material is often taken 
home in a packed and jammed _ port- 


folio 
the subscriber in reading its contents. 
The 


“lowdown” 


bag, and an evening is spent by 
magazines have also gone in for 
departments, two of the best 
United 
columnists 


those of Newsweek and 
News. Daily 


exclusive 


being 
States 
printing 


paper 


stories which should 


appear in the news columns are grow- 


ing into an army. Washington is loaded 


with these tipsters. 
Probably one of the reasons for the 
subscriptions to “inside information” 


services is that the daily 
printing so many despatches from Wash- 
that 
specialized ignored 
little attention. An_ illustrative 
case is the final TNEC report made pub- 
lic this week, 


papers are 


ington many important reports of 


interest are or re- 


ceive 


but receiving small atten- 


tion in some papers, none at all in 


others. 





TAXING POLICYHOLDERS 
A Treasury Department official re- 
stated that, in drafting the new 
revenue source of additional 
overlooked and that the 
taxes will fall wherever the money is. 
Defense costs must be paid for. In- 
surance companies being among the larg- 
est of financial institutions will undoubt- 
edly come in for special consideration as 


cently 
bill, no 
taxes will be 


sources of additional revenue. 

What legisiators—state as well as 
Federal—need to realize is that insur- 
ance companies do not own the billions 
of reserves they hold. They are merely 
the medium through which such funds 
are accumulated and distributed on be- 
half of policyholders. If such funds are 
taxed the additional burden must fall 
on the policyholders ultimately through 
higher cost of their insurance protec- 
tion. 

The mathematical basis of insurance is 
such that when any one of the factors 
entering into the calculations is thrown 
out of balance, an adjustment must be 
made in the ultimate cost. For example, 
the low interest earnings available on 


invested assets of life insurance compa- 


nies during recent years has been di- 
reflected in reduced dividend re- 
the 
of their insurance protection has neces- 
that difference. 

S. Chamber of Commerce made 


of hidden 


made this apt comment: 


rectly 
turns to policyholders. Thus, cost 
sarily increased by 

The U. 
a study 


insurance taxes and 


The pooling of these savings does not 
change their character or place them in 
the class of what might be called surplus 
wealth, any more than they would cease 
to be savings if they were deposited in 
a savings bank. None the less they are 
subjected to various kinds of special 
taxes—premium taxes, fees, licenses, and 
service charges of one kind or another— 
and these taxes have been increasing 
year by year. 

Important among hidden taxes are the 
taxes on insurance. Policyholders gen- 
erally do not realize that these taxes, 
in effect are on them. Insurance is 
really the agency through which the so- 
cial and economic effects of a large 
variety of misfortunes are mitigated and 
relieved. To burden heavily this relief 
of misfortune, is an unfair and arbitrary 
exercise of the taxing power. 





Major F. W. Jackson, deputy 


officer of the London Fire 


chief 
Brigade, who 
has just been awarded the C.B.E. for 
his work in fight 
fire bombs, has been in charge of the 
brigade since Commander A. N. G. Fire- 
brace, the chief officer, was transferred 
last year to the home office for national 
duties. Major Jackson is 54. He was 
awarded the D.S.O. and mentioned three 
times in dispatches in the last war. 


* * * 


directing the against 


Herbert J. Drane, for nearly sixty 
years an insurance agent at Lakeland, 
Fla., and for several years U. S. Con- 


gressman from his district, does not for- 
get that he is a native of Kentucky. As 
one of Lakeland’s founders he built the 
first business block and called it the 
Kentucky Building. He is now leading 
plans for a Kentucky Day in Lakeland 
in the Spring. 
kk Ok 


W. J. Major, K. C., honorary president 
of the Association of Superintendents of 
Insurance of the Provinces of Canada 
since 1934 and also for the past fourteen 
years attorney- general of Manitoba 
Province, has been appointed a judge 
of the Court of King’s bench in that 
province. 

i ee 

R. W. Spiegel, Indianapolis, vice-presi- 
dent of the Merchants Fire and a former 
banker, has been named a member of the 
Indianapolis Foundation by the judge of 
the circuit court. The foundation is the 
administrative and disbursing organiza- 
tion for a variety of trusts and bequests 
for philanthropic purposes. The appoint- 
ment is for six years. 





Left to right: 


John H. Olding, Edwin Mickenberg, Michael M. Rosenthal, Arthur 


C. Goerlich, E. M. Quinn, Walter Beyer 


Walter 


Insurance Co, 


Seyer, vice-president of the 


Home and its allied com- 
chairman of the Insurance 
Society of New York committee, 
is shown in above group with E. M. 
Quinn, in charge of brokerage and serv- 


panies, and 
prize 


ice department of Commercial Union 
Group, and winners of top honors in 
the Society’s last qualification course 


Thomas C. Blaisdell, formerly with the 


insurance study of SEC, is now with the 


National Resources Planning Board, 
Washington. This board recently an- 
nounced a six-year program of public 
works which would constitute a reser- 


voir of construction projects. It wants 
to establish a revolving fund to be ad- 
ministered by President Roosevelt for 
the immediate inaurguration of surveys, 
investigations and preparation of engi- 
neering plans and specifications for se- 
lected projects. Chairman of the board 
is Frederick A. Delano. 

* Bd * 

Ralph P. Hartley, K. C., former deputy 
attorney general of New Brunswick and 
who 
Association of 
for the 


as such, its insurance supervisor, 
president of the 
Superintendents of 
Provinces of Canada, 1933-34, has been 
appointed Maritime Regional Superin- 
tendent of the Unemployment Insurance 


was 
Insurance 


Commission in Canada. He will have 
jurisdiction over the Maritime Prov- 
inces. Mr. Hartley has long been a 
figure in Canadian public life. He has 
been registrar of the Supteme Court 
and King’s Counsel. When he retired 
from office as deputy attorney general 
in 1935 he and Walter W. V. Foster 
formed the firm of Hartley & Foster, 
specialists in insurance law. 
a at 


Edmund T. DeJarnette, vice-president 
and chairman of the board of directors 
of the Virginia Association of Insur- 
ance Agents, is seeking a seat in the 
Virginia House of Delegates for Han- 
over and King William Counties, subject 
to the democratic primary. He served 
the two counties in the legislative ses- 
sion of 1934. He lives in Ashland in 
Hanover County, is chairman of the 
Ashland Board of Water Commissioners 
and past president of the Kiwanis Club 
and volunteer fire department. He is 
a member of the Richmond local agency 
of DeJarnette & Paul. 


and brokers. Mr. Beyer 
prizes to Edwin Micken- 
berg, John Olding and Michael M. 
Rosenthal, who are in the picture, as 
is Arthur C. Goerlich, educational di- 
rector of the Society. Accompanying 
picture was taken in periodical room of 
the Society’s library. Painting on the 
wall is of E. R. Hardy, secretary of 
the Society. 


for agents 
awarded the 





T. Garnett Tabb, member of the Rich- 
mond, Va. local agency of Tabb, Brock- 
enbrough and Ragland and a past presi- 
dent of the Virginia Association of In- 
surance Agents, has been elected presi- 
dent of the Richmond Y.M.C.A. He 
has long been actively identified with 
this organization. 

* ok x 





Dr. W. A. Granville 


George R. Kendall, president Washing- 
ington National of Chicago, is shown in 
the above picture cutting the birthday 
cake presented to him at a surprise party 
a week or so ago, attended by seventy 
home office men. This affair climaxed 
a birthday drive in his honor which 
aroused considerable enthusiasm in the 
field. Standing behind Mr. Kendall is 
Dr. W. A. Granville, vice-president and 
director of publications. 


George R. Kendall 
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Nearly 1,000,000 Pages of Testimony 
; Taken in Missouri Rate Lit- 
igation Cases 

For some days in the offices of the In- 
surance Executives Association at 116 
John Street, New York, testimony has 
ben given by leading executives of fire 
insurance companies in the litigation of 
the State of Missouri which is seeking 
to oust 124 fire companies from that state 
because of the manner in which the so- 
called Missouri rate litigation was com- 
promised. Also, the companies are charged 
with violation of the anti-trust law in using 
the Missouri Inspection Bureau to main- 
tain the public rating record of the bu- 
reau’s companies. Some of the executives 
have been on the witness stand two days. 
Attorney General McKittrick of Missouri 
has been the chief interrogator of wit- 
nesses. He has three assistant attorneys 
general of the state with him. 

A fund was subscribed by the fire com- 
panies to end this litigation which in some 
form or other had been in the courts since 
1922, but they subscribed the money be- 
lieving it was for legitimate and honest 
legal purposes, and regarded their action 
as routine. Position of the fire insurance 
companies is that there is uncontradicted 
evidence showing that none of the respond- 
ents had any actual or imputed knowledge 
that Charles R. Street of Chicago had 
promised to Pendergast (Kansas City po- 
litical boss) $500,000 to $750,000 on behalf 
of the companies and that the negotiations 
were concealed from his own committee 
(Subscribers Actuarial Committee) and 
from all the insurance companies and from 
their counsel. 

Present at all the hearings here for past 
couple of weeks are three of the com- 
panies’ counsel. ‘They are Fred Lincoln 
Williams of St. Louis and Homer H. 
Berger and D. A. Murphy of Kansas City, 
three of the most distinguished lawyers of 
Missouri. 

The hearings in New York City end to- 
day (Friday) and from here Attorney 
General McKittrick and his assistants and 
Messrs. Williams, Berger and Murphy will 
go to Chicago at the end of April and 
will be back again in New York in the 
Summer. Hartford will not be visited un- 
til later in the year. 

Fred Lincoln Williams, who has a Ph.D. 
degree from De Pauw University and who 
is an Indiana Law School man, began 
practicing law in Joplin, Mo. He was 
appointed a Supreme Court Commissioner 
by Supreme Court of Missouri in 1913 and 
was reappointed in 1915. Two years later 
he was appointed a justice of the Supreme 
Court of Missouri, serving until 1921. He 
is a member of the law firm of Williams, 
Nelson & English, St. Louis. 

David A. Murphy was born in Dodge 
County, Wis., and after getting a Bach- 
elor’s degree at Creighton University he 
was graduated from Georgetown Law 
School. He then went to Kansas City in 
1902, where he became associated with the 
aw firm of Brown, Harding & Brown. 
Later he became a partner. Present name 
of the firm is Harding, Murphy & Tucker. 
In 1916 Mr. Murphy served as police com- 
missioner of Kansas City. 

Homer H. Berger, whose father was 




















Jerger, a lawyer, is a 


Lincoln 
graduate of University of Kansas and of 


Abraham 


Harvard Law School. Upon leaving law 
school he became associated with Mor- 
rison, Nugent & Wylder and later became 
a partner. Name of firm is now Mor- 
rison, Nugent, Berger, Byers & Johns. 
He was principally engaged in general cor- 
porate practice until May, 1930, at which 
time his firm entered the litigation in 
which the fire insurance companies are re- 
spondents. It was at the time when the 
1624% increase became effective. 

The amount of testimony which has been 
taken in the Missouri rate litigation cases 
has been tremendous. To illustrate: There 
have been 139 separate cases in the Fed- 
eral court, one review case in the state 
court, a restitution suit in the state court, 
a mandamus proceeding, a quo warranto 
case and nine prohibition cases, It will 
thus be seen that the counsel in the cases 
have been about as busy as lawyers can be. 
One of the lawyers for the companies has 
been at his Kansas City home only five 
days since January 5. The present New 
York hearings are being held in connec- 
tion with a quo warranto suit, name of 
this case being State of Missouri on the 
Information of the Attorney General vs. 
American Insurance Co. and 123 others. 

The Missouri litigation started in Jan- 
uary-February, 1922, as a result of a dis- 
pute which arose between 160 fire insur- 
ance companies and the then Superintend- 
ent of Missouri, Ben C. Hyde, over a 15% 
rate reduction which he ordered. By stip- 
ulation, they agreed that if Hyde made a 
new rate reduction order the fire com- 


panies could contest it in the state court, : 


and, in the meantime, collect the premi- 
ums at the old rates, and they would re- 
fund to the policyholders any excess pre- 
miums so collected, if the rate reduction 
order should finally be sustained in court. 
Hyde withdrew the 15% order, and a rate 
hearing was held. 

On October 9, 1922, Hyde ordered a 
10% reduction in rates. By joint action 
in the state 160 companies contested the 
rate reduction, but they finally lost it in 
January, 1928. Certiorari was dismissed 
for lack of Federal question, based on the 
joint nature of the action. 

In 1930 the Superintendent of Insurance 
began supplemental proceedings in the 
Hyde case to compel “restitution” to the 
policyholders of the premiums collected in 
excess of the rates fixed by the 10% re- 
duction order. 

In 1930-1933 the companies voluntarily 
refunded over $10,000,000 to all the policy- 
holders that could be located. By Decem- 
ber 7, 1935, after much litigation, the 160 
fire companies had repaid more than $13,- 
000,000 as “restitution” to their policy- 
holders on account of the excess rates col- 
lected, and were finally discharged from 
all liability therefor. 

On December 30, 1929, more than 200 
fire companies raised their rates 1624 %— 
or to 105% of the original (1922) rates, 
and so notified the Superintendent. 

On May 28, 1930, 139 fire companies 
brought 137 separate suits in the Federal 
Court to enjoin the Superintendent from 
interfering with their collection of the 


1624% increase on the ground that the 
prior (90%) rates were confiscatory. 

On July 2, 1930, the Federal Court en- 
joined interference with the collection of 
the 162%4% increase, conditioned, how- 
ever, upon each fire company: (1) exe- 
cuting the usual injunction bond for $10,- 
000; and (2) paying to the court’s custo- 
dian the 162%4% increase as collected— 
the amounts so paid and being impounded 
aggregating $9,893,321. 

On June 5, 1930, in the state court about 
fifty-six other fire companies (later in- 
creased to seventy-four companies) filed a 
joint suit in the state court for a statutory 
review of the Superintendent’s order of 
May 28, 1939, denyine the 1624% in- 
crease. Pending a decision on the merits 
the state court permitted these seventy- four 
fire companies also to collect the 1624% 
increase, conditioned upon depositing (with 
the Superintendent) the amount thereof— 
which are also called “impoundings” and 
which aggregate about $1,786,000. The 
state court appointed a referee to report 
on the merits of the 1624% increase. 
During 1930-1935 about 35,000 pages of 
the testimony of some 250 witnesses were 
introduced before him on the hearings. On 
December 28, 1934, the referee (D. F. 
Calfee) reported and substantially allowed 
the 1624% increase. 

On May 23, 1935, the trial court set 
aside the referee’s report, decided in favor 
of the Superintendent and ordered the 
“impoundings,” less heavy payments to 
court appointees, returned to the policy- 
holders and dismissed the joint suit of the 
seventy-four companies. In 1938 that 
judgment was affirmed (without considera- 
tion of its merits) upon the ground that 
the trial court had no jurisdiction. 

On September 22, 1930, a three judge 
Federal Court, appointed Paul Barnett 
master in chancery. Two years later the 
hearings closed. Over 300 wi‘nesses testi- 
fied. The evidence consisted of approxi- 
mately 750,000 pages of testimony, weigh- 
ing over 19,000 pounds, or more than nine 
tons. 

After a year’s consideration the master 
filed, from time to time, his report in the 
137 cases. Each report consisted of about 
500 very large double-column printed pages 
—an aggregate of approximately 68,500 
huge printed pages of reports which, with 
the testimony also filed in each of the 
137 cases, aggregated 750,000 typewritten 
pages—a total record of some 800,000 to 
1,000,000 pages. By that time $119,451 
been paid into the registry of the Federal 
Court as a mere deposit for court costs 
alone. 

On April 29, 1935, the Federal Court 
(without any decision, either on the ex- 
ception or on the merits) set aside the 
submission, and re-refereed the five cases 
to the master for the purpose of taking 
testimony as to the “restitutions” by each 
of the five companies to their respective 
policyholders of the 10% excess rates col- 
lected in the original Aetna Ins. Co. vs. 
Hyde in the state court, although the com- 
panies had already voluntarily refunded 
$10,706,132 to the policyholders. 

Insurance agents, field men and cham- 
bers of commerce in many Missouri cities 
began to demand that the litigation be ter- 
minated because of the disruption of their 
business and inability of Missouri to ob- 
tain modern policy forms and the up-to- 
date rating schedule used in neighboring 
states. Everybody was fed up on the liti- 
gation which was becoming one of the 
biggest nuisances in the business of Amer- 
ica, Because of its long duration, multi- 
plicity of suits and highly technical na- 
ture the executives were described in brief 
of counsel as “lost in a mystic maze of 
its intricacies” and found it impossible to 
keep in contact with its many phases—to 
say nothing of heavy expenses for counsel 
fees, and court costs alone of $120,000 
with no results. 

It was at this stage that the late Charles 
R. Street of Chicago, chairman of the 
Subscribers Actuarial Committee and for 
more than fifty years prominent in the 
fire insurance business and highly regarded 
in the business, began seeing Superintend- 
ent of Insurance O’Malley, who had sug- 
gested that the companies would like to 
settle the rate litigation. O’Malley first 
called on President McCormack of the 
Missouri Association of Insurance Agents 









who suggested that O'Malley see Street. 
O'Malley suggested that if Street would 
talk to Boss Pendergast they might be 
able to get together and dispose of the 
case. McCormack went to Chicago, gave 
O’Malley’s message .to Street, who said 
he would be glad to meet Pendergast. 

The compromise followed. On May 21, 
1935, Superintendent O’Malley made an 
order approving 80% of the 1634% in- 
crease, and disapproving 20% thereof, and 
he vacated and set aside any inconsistent 
parts of thé former Superintendent’s order 
of May 28, 1930. 

Street is alleged to have paid $430,000 
to Pendergast and Pendergast made some 
paymen‘s to O’Malley. Later Pendergast 
and O'Malley were indicted. In March, 
1939, 137 fire companies notified District 
Attorney Milligan that they would volun- 
tarily furnish him with all the original 
checks, vouchers and correspondence, to- 
gether with photostatic copies of all en- 
tries in their cash books, ledgers and 
journals relating to the premium impound- 
ings as well as to their payments to Street. 

This data was furnished to Mr. Milli- 
gan. At that time the companies did not 
know that O'Malley was in any way con- 
nected with any financial relationship be- 
tween Street, Pendergast or McCormack. 
On April 7, 1939, Pendergast and O’Malley 
were separately indicted in the Federal 
Court for income tax evasion with respect 
to the $440,000 Street paid to Pendergast 
who retained $315,000 for himself and the 
$62,500 Pendergast had sent to O'Malley. 
Since then there has been additional liti- 
gation and thousands of more words of 
testimony. 

* * x 
Lunch For Missouri Lawyers 

The Missouri lawyers here in the 
“ouster cases” of that state—Fred L. 
Williams, Homer H. Berger and David 
A. Murphy--were guests of honor at 
a luncheon of insurance lawyers and 
managers of insurance organizations held 
Tuesday at the Drug & Chemical Club 
Among those present were Claude W. 
Fairchild, William Leslie, J. H. Doyle, 
E. W. Sawyer, C. A. Loughin. Charles 
P. Butler, Leon H. Doman, George I. 
Gross, F. R. Stoddard and Charles J. 
Snoble. 

* *e * 


Hear Low-Down on China 
Members of the Blue Goose, meet- 


ing in Schrafft’s Restaurant in upper 
Fifth Avenue heard the low-down 
on the Sino-Japanese War from the 


Chinese viewpoint one night last week. 
Speaker was Chih Meng, author of 
“China Speaks.” Most interesting state- 
ments he made were about the Burma 
Road over which the Chinese receive 
constant shipments of munitions and sup- 
plies. Every time the road is bombed 
it is quickly repaired, the speaker said. 
“And that is only one road over which 
we are receiving supplies.” 

“What are the others?” asked one of 
the audience. Chih Meng — replied. 
“That’s our secret.” 

He declared that guerilla warfare has 
cost the Japanese 1,000,000 casualties. He 
added that the improvement in morale 
and fighting character of the Chinese 
soldiers was amazing. 

* * * 
John Street M. E. Church 

The John Street Methodist Church at 
44 John Street, in the heart of the in- 
surance district of New York City, and 
the mother churcii of American Method- 
ism, was founded in 1766. The present 
building, third on this site, has been 
occupied for one hundred years, exact 
anniversary being April 27, 1941. 

For eighty-three years the church has 
been holding noonday services daily. 
Approximately 1,500 persons enter the 
doors of «this. church each week for re- 
ligibus “scrvices. If niore- recdht : years 
thé chureh builditig lias"been jised also 
for social ard cultural purposes. During 
the last décade the <hareh “has helped 
to sponsor the Clearinz House Member 
Bank Singers organization. The church’s 
Minister ot Muki¢ Uirectsvand trains this 
group. Last. Wértér it “sponsored the 
beginning of the Insurance Symphony 
Orchestra, and this Winter the Insurance 

(Continued on Page 30) 
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Hartford Top Winner 
In Fire Waste Race 


WINS INTER-CHAMBER AWARD 


Philadelphia Leads Largest Population 
Group; Will Present Plaques 
on April 28 





With more than 300 cities competing, 
Hartford is winner of the grand award 
of the 1940 Inter-Chamber Fire Waste 
Contest conducted by the Chamber of 
Commerce of the United States. For 
five consecutive years Hartford has been 
first in its population class in fire pre- 
vention accomplishments but this is the 
first time it has won top honors among 
all classes of cities. 

The competing cities for the annual 
award are grouped in six population 
classes and are graded so that credit 
is given for fire loss records, educa- 
tional activities in fire prevention and 
fire protection and permanent improve- 
ments to eliminate fire hazards. 

The winners will receive bronze en- 
graved plaques at the annual meeting 
of the National Chamber in Washington 
on April 28. ; 

The winning cities in the six popula- 
tion classes are: 

Class I—Cities of more than 500,000 
population—Philadelphia. 

Class II—Cities of 250,000 to 500,000 
population—Providence. 

Class I1I—Cities of 100,000 to 250,000 
population—Hartford. 

Class 1V—Cities of 50,000 to 100,000 
population—Lakewood, O. 

Class V—Cities from 20,000 to 50,000 
population—Parkersburg, W. Va. 

Class VI—Cities under 20,000 popula- 
tion—Salisbury, N. C. 

The cities reporting in the contest 
had a per capita fire loss of $1.66 for the 
year 1940 as compared with an average 
per capita of approximately $2 for the 
country as a whole. 

In addition to the winners there is 
a list of cities receiving honorable men- 
tion for outstanding work in fire preven- 
tion and protection. The complete list 
of honor cities follow: 


Honor Cities 


Class I—Over 500,000 population: Milwaukee, 
Cleveland, Boston, Detroit, Buffalo. 

Class II—Cities from 250,000 to 500,000: 
Rochester, N. Y.; Louisville; Indianapolis; 
Memphis; Kansas City, Mo.; Minneapolis; St. 
Paul; Toledo, O.; Oakland, Calif; Atlanta. 

Class IlI—Cities from 100,000 to 250,000: 
New Haven; Grand Rapids; San Antonio; 
Spokane; Wichita, Kan.; Honolulu; Utica, 
N. Y.; Akron, O.; Duluth, Minn.; Berkeley, 


Class IV—Cities from 50,000 to 100,000: 
Portland, Me.; Schenectady, N. Y.; New 
Rochelle, N. Y.; Greensboro, N. C.; Lansing, 
Mich.; Pasadena, Calif.; El Paso, Tex.; Roan- 
oke, Va.; Durham, N, C.; Bethlehem, Pa. 

_ Class V—Cities from 20,000 to 50,000: Pitts- 
field, Mass.; Lubbock, Tex.; Altadena, Calif.; 
Norristown, Pa.; Watertown, N. Y.; Newburgh, 

v. Y.; Muskegon, Mich.; Elgin, Ill; Mani- 
towoc, Wis.; Tuscaloosa, Ala.; Mason City, 
Iowa; Wausau, Wis. 

_Class VI—Cities under 20,000: Valley City, 
N. D.; Ridgewood, N. J Fremont, Neb.; 
Corning, N. Y.; Fremont, Mich.; Port Angeles, 
Wash.; LaPorte, Ind.; Boulder, Colo.; Green- 
+ Miss.; Elizabethton, Tenn.; Bozeman, 

ont. 





Calif, 





Pa. Agents Not to Press 


For Uniform Commissions 


Members of thesPennsylvania Associa- 
tion of, Insurance ‘Agents, in mid-year 
session. at Hafrisburg last week, voted 
not to seek introduction of a bill in 
** inl in the 
state, as are now*in force in New Jersey. 
Nor will they. seek tp. prevent: the licens- 
ing of company employes as agents, pro- 
viding no legislation adverse to agents’ 
interests is introduced ,in the legislature 
this year. 


Buffalo Field Club And 
Agents in Joint Meeting 
Insurance men from Buffalo, Niagara 
Falls, 
western 
meeting at the Hotel Lafayette spon- 
sored by the Buffalo Field Club in co- 


cities in 
dinner 


and other 


attended a 


Jamestown 


New York 


operation with the Buffalo Association 
of Fire Underwriters. Robert P. Ham- 
ilton, Jr., vice-president of the field club, 
presided. August C. Glasser, president 
of the Buffalo board, was an_ honor 
guest. Officers of both associations sat 
at the speakers’ table. 

Guest speaker was C. W. Johnson of 
Philadelphia, assistant secretary of the 
Insurance Co. of North America, who 
discussed “Co-ordinating Service.” 





Mallalieu to Broadcast 


The Center for Safety Education of 
New York University will devote its 
regular “play safe” radio broadcast over 
WOR on Sunday, (1:15 to 1:30 p.m.) 
April 6, to “Fire Prevention” and its im- 
portance to the national defense prep- 
arations. The National Board of Fire 
Underwriters has been asked to partici- 
pate in this broadcast and W. E. Mal- 
lalieu, its general manager, will be the 
principal guest on the program which 
will be presented as an interview. 

Mr. Mallalieu, who is directing the 
nation-wide activities connected with 
the National Board’s 75th anniversary 
this year, will offer suggestions to radio 
listeners on how they can help in reduc- 
ing the nation’s fire loss toll. 


Vital Topics, Expert Leaders for 
AMA Spring Meeting May 5-6 


Protection of American industrial 
plants, participating policies for stock 
companies, pension plans, management 
and the future of casualty insurance 
rates and rate making methods—these 
are the vital, forward-looking subjects 
for discussion at the Spring conference 
on insurance management of the Amer- 
ican Management Association at the Ho- 
tel Astor, New York, May 5-6. 

Discussion leaders will be J. W. 
Myers, Standard Oil Co, New York; 
W. A. Sullivan, manager, insurance de- 
partment, Loose-Wiles Biscuit Co., 
Kansas City, who is insurance vice- 
president of the AMA; W. F. Lund, 
manager, insurance division, U. S. Rub- 
ber Co., N. Y.; A. M. Schmidt, manager 
insurance department, Johns - Manville 
Corp., N. Y.; Harold V. Smith, presi- 
dent Home Insurance Co. of New York. 


Timeliness of Topics 


Due to the timeliness of the major 
topics, each one will consume a full 
half day’s session, the meeting to wind 
up with a general question and answer 
session, conducted by a panel under 
leadership of George Rogers, insurance 
Robert Gair Co., Inc.. New 


manager, ; y 
York; chairman, with cooperation ot 
J. A. Robinson, insurance manager, 


McKesson & Robbins, New York. 

There will be no formal speeches. 
Each discussion leader will be assisted 
by one or more men. Every attempt will 
be made to present both sides of con- 
troversial questions with sufficient time 
allowed for complete — clarification 
through questions, answers and_ floor 
discussions. 

This radical departure from former 
programs is the result of a careful can- 
vass of the membership which proved 
that the insurance buyers are not inter- 
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ested in formal speeches but in full and 
free discussions of some of their more 
pressing problems. 
Myers on Pensions 

Mr. Myers will preside over the first 
session on Monday morning, May 5, on 
the subject, “What’s Ahead for Pension 
Plans?” He will represent the insur- 
ance buyers in a three-way discussion in 
which a Government representative and 
an insurance executive will participate, 

The Monday afternoon’ session on 
“The Future of Casualty Insurance 
Rates and Rating Methods” will be con- 
ducted by Mr. Sullivan, with Mr. Lund 
presenting the buyer’s point of view and 
an insurance company executive, the 


sellers. 
: Monday evening there will be two 
dinners, both off the record. Mr, 


Schmidt will preside over the insurance 
management section and the other one 
will be concerned with participating pol- 
icies for stock companies, the leader to 
be announced later. In both cases, the 
presiding buyer will have a seller as his 
technical adviser. 
H. V. Smith to Preside 

Mr. Smith will preside over the Tues- 
day morning session devoted to the sub- 
ject: “Insurance for the Protection of 
American Industrial Plants.” This topic 
will treat war risk insurance from the 
viewpoint of fire and casualty insurance 
and surety bonds. It will be a continua- 
tion and elaboration of the successful 
war risk insurance discussions conducted 
by the group last December. 

There will be a luncheon on Tuesday 
for which the subject is not yet an- 
nounced. The afternoon’s panel session 
will follow the general pattern of the 
effective meetings of this sort he'd dur- 
ing the past two years. The session will 
be limited to two topics to provide ample 
time for questions and discussion from 
the floor. 





AFIA Representatives 


Returning from Far East 


W. W. Glass, manager in Japan for 
the American Foreign Insurance Asso- 
ciation, and Frank B. Taylor, in charge 
of the Calcutta, India, branch office, 
are en route to the United States. 

Mr. Glass, with Mrs. Glass and their 
baby daughter, has just sailed from 
Japan on vacation,. Mr. Glass has been 
AFIA manager in Japan for many years, 
supervising the branches in Tokyo, 
Yokohama, Osaka and Otaru, as well 
as the agents throughout the Japanese 
Empire. During his absence from Japan 


the AFIA organization will be super- § 


vised by Y. Kamei, who has been senior 
Japanese official for some time and with 
the AFIA for many years. 

Mr. Taylor is expected to arrive in 
New York soon on his home leave, ac- 
companied by Mrs. Taylor. Before the 
war in Europe in was customary for 
AFIA representatives in India to come 
home via the Mediterranean, but this 
year Mr. and Mrs. Taylor found it 
necessary to take the long voyage around 
the Cape of Good Hope. Mr. Taylor 
has been in the Far East for the AFIA 
for ten years, serving in Bombay and 
Singapore as well as Calcutta. 





LEAVES HARTFORD AGENCY 


E. S. Cowles & Son, well known agen- 
cy of Hartford, Conn., announces that 
the withdrawal of S. J. Putnam from 
the firm will in no manner affect the 
conduct of the business. Edwin S. 
Cowles and Edwin S. Cowles, Jr., are 
members of the firm. 





REDFIELD DIES AT 84 YEARS 

David W. Redfield, 84, retired West- 
ern department manager of the Penn- 
sylvania Fire, died last week at Los 
Angeles. 
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U. S. ASKS INVESTMENT DATA 





Wants Insurance Men and Bankers to 
Give Statement of Holdings as It Plans 
Defense Securities Campaign 
Secretary Morgenthau of the Treasury 
Department has asked 1,000 insurance 
executives and 6,500 bankers for a state- 
ment of their holdings of Government 
and Government-guaranteed securities. 
His form letter says that this informa- 
tion is “essential” in order that the 
Treasury be provided with frequent de- 
tailed statistics on the ownership, by 
classes of investors, of every outstand- 
ing security issued or guaranteed by the 
U. S. Government in order that the de- 
fense financing program may be con- 

ducted with the greatest facility. 





Percy Bugbee Addresses 
Washington Insurance Club 


At the meeting of the Insurance Club 
of Washington, D. C. held March 26, 
Percy Bugbee, general manager of the 
National Fire Protection Association, 
addressed the club on the work of his 
association. He laid stress on the long 
and successful history of his organiza- 
tion, giving information on its early 
days, work of the field engineering ser- 
vice, the volunteer firemen movement, 
importance of the fire marshal’s section, 
rural fire protection, and the work his 
association is now doing under the de- 
fense program. Mr. Bugbee was intro- 
duced to the club by Terence F. Cun- 
neen of the U. S. Chamber of Commerce. 





New Reinsurance Association 


Reported Formed in Germany 

Reports from Germany tell of the 
formation in Munich of the Association 
for Covering Large Insurance Risks, a 
reinsurance organization to provide fa- 
cilities for insurance companies in Ger- 
man-controlled countries throughout Eu- 
rope. This new association is said to 
have been formed under the leadership 
of the Munich Re., well known reinsur- 
ance company. Dr. Kurt Schmitt, gen- 
eral manager of the Munich, is a director 
of the Pilot Re. of New York. The new 
association will take over reinsurance 
business formerly handled by British in- 
surers in Holland, France, Belgium, Nor- 
way and Denmark. It is said that most 
of the important domestic companies of 
these countries, and also Switzerland, 
Italy, Finland and Sweden are _ partici- 
pating in the new arrangement for pool- 
ing and clearing large fire, marine and 
casualty insurance risks. 


Backs Mutual Bill to Write 


Non-Assessable Policies 


Raymond C. Baker, executive vice- 
president of the Mutual Fire Insurance 
Association of New England appeared 
before the Massachusetts joint legisla- 
tive committee on insurance at the state 
house in Boston on Monday in favor of 
the association’s bill (Senate 213) to 
permit mutual companies to write non- 
assessable insurance policies in Massa- 
chusetts. So large was the crowd that 
the hearing had to be adjourned to the 
Gardner auditorium, the largest public 
meeting place in the state house. 


PROMOTE A. G. MACKEN 


London, March 10.—The directors of 
the Royal-Liverpool Groups have ap- 
panes A. G. Macken as an assistant 
London manager. Mr. Macken, who 
joined the Royal in 1908, was appointed 
assistant manager of that company’s city 
branch in 1932, and since 1934 has held 
the position of organization superintend- 
ent of the Royal and L. & L. & G. in 
London. 











AGENTS’ ASS’N CHANGES NAME 

The Norfolk Association of Fire Un- 
derwriters, Inc. has amended its charter 
changing its name to the Norfolk Asso- 
ciation of Insurance Agents, Inc. John 


Minter is president of the associa- 
tion and. John Cahill, Jr., 
treasurer, 


secretary- 


T. C. Taliaferro Views U. & O. 
From Broad Economic Angle 


Use and Occupancy insurance is an 
anti-toxin for business paralysis yet its 
healing power is not being used in any- 
thing like proper proportions in the opin- 
ion of T. C. Taliaferro, vice-president of 
the New York Underwriters, who has de- 
voted twenty years to its study. He 
sees in it not just the safeguarding of 
an individual or industrial plant, but a 
cure for an economic disease which 
spreads into the community and the 
nation. 

The normal progression of insurance 
protection, he says, is life, property, 
livelihood. The first two have been 
developed to the fullest. The third has 
been neglected or barriers of technicali- 
ties and confusions have been thrown 
around it. In reality, it is simply a 
cure for business paralysis where pro- 
ductive capacity is destroyed. 

Mr. Taliaferro recommends that fire 
insurance, which has done such a mag- 
nificent job in connection with the basic 
problem of property loss from fire, 
should push the lever one cog further 
and demonstrate to the people how pay- 
roll destruction is infinitely more devas- 
tating than property demolition. In his 
opinion, the task is too big for any one 
man or any one company and its ef- 
fectiveness can result-only from an in- 
stitutional effort. 

Should Be Humanized 

It was twenty years ago that Mr. 
Taliaferro went out to sell it for the 
first time. He was then in charge of 
his company’s Special Risk department 
with offices in Atlanta, traveling ten 
states and traveling them hard. He is 
convinced from experience that when 
U. & O. is sold simply and is human- 
ized the 43% business mortality of in- 
dustrial plants destroyed by fire and 
never rebuilt will be another story. 

Following are some of his theories 
about U. & O. as told to The Eastern 
Underwriter : 

“The present war in fact is a Use and 
Occupancy war; the killing of men and 
destruction of property is incidental to 
the main purpose of crippling produc- 
tion. An enemy nation whose capacity 
to produce is destroyed is rendered im- 
potent as a belligerent. Thus, modern 
warfare centers on the destruction of 
livelihood. 

“U. & O. goes beyond the field of 
insurance and becomes a problem of 
economics; destruction of a manufac- 
turing plant not only wipes out property 
values but seeps into every walk of life 
in the community. 

“Physical property saved is without 
worth when its use value is gone. For 
example, thriving textile mill towns in 
New England became deserted villages 
with the migration of the textile indus- 
try to the South. Plants are only so 
much brick and mortar and machinery 
when their production life is over. 

Protects Productive Unit 

“Property rebuilt through insurance is 
a white elephant unless the organization 
which made it productive is held to- 
gether. U. & O. protects that productive 
unit by taking care of normal over- 
head, anticipated profits,, taxes and pay- 
rolls which the management must con- 
tinue for moral, legal or sound business 
reasons. 

“Tust as Accident and Health insurance 
protects the income of the worker who 
is incapacitated by accident or illness, so 
does U. & O. safeguard his earnings in 
the aggregate when his livelihood is 
threatened by enforced idleness because 
the plant in which he worked is de- 
stroyed by fire, windstorm, riot and civil 
commotion, or any other insurable haz- 
ard. 

“U. & O. loss adjustments should pre- 
sent no greater complications than prop- 
erty damage adjustments. Perhaps they 
are so considered because fire insurance 
men, through years of daily experience 
with property damage claims, feel them- 





selves at home in discussing these claims 
but are somewhat at sea with U. & O 
adjustments because of their lack of 
familiarity with simple U. & O. adjust- 
ment problems.” 
George M. Cohan’s Offer 

In June, 1939, there was extensive 
damage by fire to the Quaboag Rubber 
Co. plant, the principal industry in the 
town of North Brookfield, Mass. Be- 
cause the actor, George M. Cohan, knew 
that the existence of the people in his 
native town was dependent on the con- 
tinued operation of its major industry, 
he wired an offer to contribute “any 
amount” of money to restore the plant. 
The fact that the management was in 
position to repair the damage does not 


lessen the generosity of the offer. Not 
every town has a native son with so 
much public spirit. But every town 


does have a potential George M. Cohan 

when it has an insurance agent re- 

sourceful enough to see that its indus- 

try is covered by U. & O. insurance. 
Credit Rating Lowered 

A brochure issued by the New York 
Underwriters publishes a Dun & Brad- 
street survey showing that seventy-four 
out of 100 business concerns sustained 
serious lowering of credit rating follow- 
ing loss by fire. In addition to the 
forty-three which did not resume busi- 
ness, fourteen suffered a reduction of 
from 30% to 60% in credit rating, seven- 
teen published financial statements be- 
fore but not after the fire, and only 
twenty-six were not affected as to credit 
rating. 

Credit Company Report on a Factory 

Loss 

How total or partial shut-down fol- 
lowing a fire impairs credit is told in 
the following credit report on a factory 
at Dalton, Ga.: 

“Following fire of October, 1938, op- 
erations were immediately resumed on 
a smaller scale. About 650 people are 
normally employed; about 100 are work- 
ing now. New plant building now under 
construction to be financed principally 
by a mortgage to leave corporation as 
much working capital as possible. While 
business has been profitable and payment 
record is favorable, company is now in 
process of reorganization and financial 
strength is indefinite.” 

Encouraging Signs 

Mr. Taliaferro sees some encouraging 
signs in current insurance company ad- 
vertising, but he feels that the compa- 
nies have not gone deeply enough into 
the aspects of community catastrophe 
resulting from destruction of businesses 
which contribute through their payrolls 
and profits to the general economic wel- 
fare of the community, town and nation. 
He feels that the companies must do a 
far more intensive and convincing job 
of impressing the widespread economic 
question on their agents before they, 
in turn, will sell anything like the pro- 
portion of U. & O. coverage which its 
importance dictates. 

“This theme,” he says, “is predicated 
on defining a use and occupancy loss in 
broader general terms than that in which 
the underwriter has been accustomed to 
view it. Quite properly, our contracts 
have been drawn to thin down liability 
to only ‘the net profit which the busi- 
ness is prevented from earning plus 
those fixed charges which, of necessity, 
continue.’ 

“However, every use and occupancy 
loss is far greater than the items cov- 
ered by our policies. The actual loss 
sustained is the gross profit which the 
business is prevented from earning. 
While it is true that the owners of the 
business do not lose ‘those fixed charges 
which discontinue’ when the business 
ceases to function, somebody loses them. 


Employes Lose Payroll 

“The employes lose the payroll which 
discontinues. The electric company loses 
income. The building owner loses rents. 


The manufacturers who formerly sup- 
plied the assured with stock lose the 
orders for goods which are not con- 
sumed or sold to the public. Each of 
these uninsured items of expense which 
discontinues represents a loss to some- 
one. 

“When a business concern which con- 
tributes to the business life of a com- 
munity suddenly goes out of business and 
involuntarily withdraws its support, the 
economié effect is far-reaching. 

“Conceive of the destruction of a 
manufacturing plant employing 1,000 
men. They have homes which they own 
or rent or are purchasing; they have 
automobiles which they own or are buy- 
ing; some have servants whom they 
must dispense with; they have doctors’ 
bills, grocery bills, dentists’ bills, life in- 
surance policies which must lapse; 
church dues which must go neglected; 
taxes which must go unpaid. 

Consequential Liability 

“Not only do these men and _ their 
families suffer economic blight, but the 
community as a whole becomes subject 
to a creeping business paralysis. It is 
apparent that every business man has 
a consequential use and occupancy lia- 
bility on every business which contrib- 
utes to his community’s welfare. Thus 
the agent can render great public serv- 
ice by selling use and occupancy to every 
good merchant and manufacturer in his 
home town. In so doing, he protects 
even the churches and schools and char- 


itable institutions in his community. Men 
whose livelihoods have been destroyed 
cannot pay insurance premiums, taxes, 


interest on loans, or contribute to wel- 
fare institutions. Nor can they finan- 
cially support armies for defense. 

“Tt seems strange that the underwrit- 
ing world’ has not seized upon these 
facts and capitalized on them. The re- 
markable advertising job the fire com- 
panies have done in the last half cen- 
tury has been accomplished so gradu- 
ally it is hard for us to realize its true 
significance. 

Business Necessities 

“The great fight of the National Board 
of Fire Underwriters to ‘Safeguard 
America Against Fire’ coupled with the 
advertising efforts of the individual com- 
panies has carried the message of fire 
prevention, fire protection, fire insurance 
to every village and hamlet, so that to- 
day the ordinary business man looks 
upon these every-day safeguards as busi- 
ness necessities; so much so, that he is 
ashamed to admit that he doesn’t carry 
property damage fire insurance. To do 
so is tantamount to admission that he 
lacks ordinary business judgment and 
foresight. 

“Thus, when an agent seeks to solicit 
property damage fire insurance he sows 
his seed on a fertile field which has 
been plowed and harrowed and fertilized 
for half a century. This results in a 
tremendous volume of property damage 
fire premiums each year. 

“But the average business man does 
not realize the true significance of use 
and occupancy insurance. In our ad- 
vertising, why not add to the stagger- 
ing figures covering property damage 
loss the appalling use and occupancy 
loss (figured on a gross profit basis) 
which accompanies the destruction of 
property by fire? 

Economic Blight 

“Why not tell the story of economic 
blight and business paralysis which in- 
evitably follow a serious conflagration ? 
Thousands lost their jobs, their busi- 
nesses, their economic security, their 
livelihoods, in the fires which destroyed 
Chicago, San Francisco, and Baltimore. 
The hurricane which wrecked the prop- 
erty values in Miami destroyed the 
means of livelihood of a countless multi- 
tude. 

“When an agent solicits use and oc- 
cupancy insurance many of his pros- 
pects ask him ‘What kind of insurance 
is that?’ In the use and occupancy field 
the agent sows his seed in a soil that 
is unplowed, unharrowed and _ unferti- 
lized. Small wonder that his crop of 


(Continued on Page 24) 
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New England Agents’ Educational 


Committee Presents Its Conclusions 


Th-ough its committee on education 
the New England Advisory Board has 
issued a detailed, informative and intcr- 
esting study of available insurance edu- 
cational facilities together with recom- 
mendations for the insurance education 
of agents in the New England states. 
This report is signed by Carleton I. 
Fisher, Providence, chairman, and the 
following members: Harvey R. Preston, 
Springfield; Henry L. Bailey, rf oh 
Groton, Conn.; A. C. Mason, Rutland, 
Vt.: Francis F. Bartlett, Waterville, Me., 
and Kennett R. Kenda'l, Rochester, 
N. H 


After reviewing the numerous ways 
in which an agent may at present in- 
crease his education, the committee em- 
phasizes the urgent necessity of build- 
ing a widespread, permanent and 
thorough program of insurance educa- 
tion in the agency ranks. The report 
is intended to stimulate discussion as 
the members realize there are many 
differences of opinion on improving 
education, 

In the opinion of the educational com- 
mittee “none of the existing plans are 
exactly suitable, most of them being 
incomplete and some of them being too 
broad. Each state association should, 
without delay, commence the planning 
of a new system of insurance education 
for agents in New England, with mini- 
mum standards.” 

Extracts from the conclusions of the 
committee follow: 


What Is Needed 


“What is Needed: A system is needed 
that will serve the vast majority of 
those engaged in the insurance agency 
business, including agents and_ their 
clerical and selling employes, most of 
whom must work steadily and study in 
their spare time. The courses must be 
given conveniently so they can be at- 
tended by those who are unab-e to travel 
great distances to attend a school and 
cannot be away for lengthy periods to 
attend short-course or home _ office 
schools. Schedules must be followed to 
avoid the dray.backs of the correspon- 
dence courses. Curriculums especially 
designed for agency instruction must 
be used. Opportunity must be given 
those not now in the business but sn- 
cerely desirous of studying it to do so. 
Highly concentrated courses are to be 
avoided and the educational program 
must be continuous. The broader courses 
of the universities will still care for the 
needs of the young men planning to 
enter the agency business after gradua- 
tion from college. 

“What an Agent Should Know: Every- 
one engaged in the insurance agency 
business should know the fundamental 
principles of insurance; the risks to 
which the public is subject; the methods 
of insuring those risks; how to recog- 
nize and prescribe coverage for those 
risks; where to find or obtain detailed 
information on such coverage, it being 
impossible to learn or memorize every 
detail of the fast changing business ; how 
to properly service the business after 
it is obtained; and the principles of 
sound agency management. A program 
of minimum standards should cover 
those points. In addition, a good agent 
must study salesmanship and merchan- 
dising methods and these subjects should 
be included in advance courses for each 
line of insurance. 

“Part-time agents should have same 
knowledge: Part-time agents are a 
necessity in many localities where there 
is not sufficient volume of business 
available to justify a full-time agent. 
Part-time agents should know the same 
things about the insurance business as 
full-time agents, because a mistake made 
by a part-time agent ié just as serious 
and expensive to his client as a mistake 
made by a full-time agent, and poor 


CARLETON I. FISHER 


service by a part-time agent reflects just 
as seriously on the American Agency 
System as does poor service by a full- 
time agent. The public does not differ- 
entiate. While an insurance company 
may hold itself liable for the positive 
acts of its agents one rarely makes good 
the trouble, inconvenience and loss due 
to the ignorance of its agents. 
Unit of Measurement 

“Unit of measurement in educational 
work: It is not possible to attain the 
required knowledge without considerable 
study. The unit of measurement of an 
educational course is the number of 
hours’ work devoted thereto. The stand- 
ard unit of measurement in universities 
or colleges is a semester. A semester 
is generally of thirty hours duration. A 
complete elementary course should be 
divided into several sections such as 
(a) general principles of insurance and 
suretyship; (b) fire insurance and allied 
lines; (c) inland marine insurance (in- 
cluding a smattering of ocean marine); 
(d) casualty insurance, including avia- 
tion; (e) suretyship; (f) agency man- 
agement. This should cover the ground 
for one engaged in the gencral insurance 
business but does not include life in- 
surance. 

“Standard curriculum necessary: A 
standard syllabus of instruction should 
be adopted, subject to some flexibility 
to fit specific subjects to the needs of 
the respective states. In this regard 
there is automobile insurance which re- 
quires different treatment in Massachu- 
setts and New Hampshire than in the 
other New England states. 

“Program must be continuous: The 
subject of some permanent organization 
in each state must be considered, The 
executive officers and committees of the 
state associations change periodically. 
Something may be accomplished by se- 








curing the cooperation of an established 


school, preferably a university or college 


and, if possible, the State University. 
The reason for this is that should quali- 
fication laws be made more rigid there 
must be some guarantee the schools 
will continue to function year after year 
and will not be discontinued as soon as 
volunteer workers tire of devoting their 
time and effort to the cause. If con- 
ducted by state universities as exten- 
sion courses they will no doubt work 
hand-in-hand, through the Departments 
of Education, with the State Insurance 
Departments. 

“Cooperation of State Universities: 
There must be some directing head to 
the work in each state who can devote 
to it much more time than can any 
working insurance agent on a voluntary 
part-time or spare-time basis. The 
hours of work necessary each year to 
ensure the success of the venture are 
many. Most state universities have 
schools of business administration. The 
person taking charge of the program for 
the school need not be an expert on 
insurance. If he is a good administrator 
and organizer and works with commit- 
tees of expert insurance men the pro- 
gram can be successful. 


Local Directors 


“Necessity for local directors: Should 
it not be possible to make arrangements 
with the state universities then consid- 
eration should be given to other schools, 
but there is one important point to 
remember. Whoever undertakes the 
supervision for the university should be- 
come practically a state educational di- 
rector for the agents’ association. 
“Location of courses: Although exten- 
sion courses might be given under the 
banner of a state university they could 
not, in most cases, be given conveniently 
at the university. It would be necessary 
to give the courses in many different 
population centers in New England in 
order to properly cover the field. The 
populous southern New England states 
offer a simpler problem than the more 
rural northern states. In Rhode Island 
experience has shown that classes in 
Providence are attended by agents from 
the entire state. 

“In Connecticut and Massachusetts it 
would probably be advisable to conduct 
classes in six or seven cities of each 
state to take care of students within 
a radius of from twenty-five to forty 
miles. This might also be done in the 
larger cities of Maine and New Hamp- 
shire but in the northern sections of 
those states and in Vermont it is prob- 
able the number interested would be 
too small in any one place to make the 
lecture method desirable and the out- 
lined courses, because of the greater 
distances involved, would probably have 
to be handled by small local study 
groups of the round-table forum or 
discussion pattern which has worked very 
well in the rural areas of other states, 
notably in New Jersey. Students should 
be permitted to attend the most con- 
venient classes without regard to state 
lines. 

“Fees and expenses: The 
should be self supporting. All income 
derived from this source should be 
segregated by the associations and not 
spent for general purposes,but only for 
educational purposes. The fees should 
be kept as low as possible but should 


courses 
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be high enough to make the courses 
appreciated, 
Paying Instructors 

“Remuneration of instructors: The 
cost of instructors should be considered. 
It is the belief of those who have had 
the most experience in this work that 
lecturers should not be expected to work 
for nothing if the best results are to 
be obtained. 

“Choice of instructors: The subject of 
instructors is important. They should 
be drawn about equally from home office 
men, field men and agents. Except in 
rare cases there should be no necessity 
for going outside the New England 
states in seeking them. There are many 
home offices located in New England, 
both fire and casualty. 

“Length of courses: The frequency 
and length of classes shou'd depend 
upon how. extensive a program is 
adopted each year. A thirty hour sec- 
tion may be given one hour at a time 
over a period of thirty weeks but where 
a number of students are required to 
travel any appreciable distance to at- 
tend classes they would probably rather 
do so less often but stay longer so in 
that case it is better to meet for two 
hours a night for fifteen weeks, with a 
short intermission in the middle of each 
period.” 

Too Many Unqualified Agents 

Several pages in the report are de- 
voted to explaining the need for better 
insurance education facilities. Multiple 
agency appointments have led to the 
presence in the production field of many 
unqualified agents, says the report, all 
of which has been “to the detriment of 
the legitimate, qualified, conscientious 
agent: to the American Agency System 
as a whole and to the very companies 
that in some degree are responsible for 
the conditions and yet depend upon the 
American Agency System for their in- 
come.” 

Under the heading of expected re- 
sults of the educational program, the 
report mentions eventual elimination of 
unfit agents and better production 
through greater training. 

Chairman Fisher of the agents’ com- 
mittee won high honors from the In- 
surance Institute of America, Inc., for 
his excellent work when taking courses 
of the institute a few years ago. He 
now conducts the course in general prin- 
ciples for the agents of Rhode Island 
and gives all the lectures himself. 


U. & O. Covers 


(Continued from Page 23) 
use and occupancy does not spring forth 
in abundance. Have we ‘missed the 
boat ?’ 

“To popularize this important form 
of insurance we must convince the buy- 
ing public that it is an ordinary busi- 
ness necessity. When prudent business 
men are ashamed to admit they do not 
carry use and occupancy insurance our 
premium income on the class will be 
measured in hundreds of millions.” 








CANADIAN FIRE LOSSES 

Due principally to gains in Manitoba 
and New Brunswick, fire losses in Can- 
ada for February registered a slight 
increase compared with the same month 
last year according to Monetary Times’ 
figures. The larger provinces of On- 
tario and Quebec held losses to levels 
almost unchanged. The comparative 
figures were: February, 1941, fire loss 
of $2,078,525; February, 1940, $2,022,000. 

Fire losses in Canada during the week 
ended with March 22 slanted sharply 
upward to $383,430 from the previous 
week’s estimate of $158,250 and also was 
sharply higher than the loss of $147,000 
for the corresponding week of last year. 
Total losses in Canada since January 1 
have been $3,316,555 compared with $3,- 
414,775 for the same period last year. 


OLD DOMINION DIVIDEND 
The Old Dominion Fire of Roanoke, 
Va. has declared its fifty-sixth consecu- 
tive dividend of 25 cents a share. The 
dividend will aggregate $5,000 on a capi- 
talization of $200,000. 
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Alfred Christie of Bergenfield A 
Leader in N. J. Local Agents Ass’n 


Alfred Christie, chairman of the ex- 
ecutive committee of the New Jersey 
Insurance Agents Association and in 
line for election to the presidency at 
the annual convention this Fall, hails 
from Bergenfield, N. J., where he is 
president of the Christie Agency, Inc. 
This office was established by his father, 
Walter Christie, in 1890, who conducted 
it in his individual name until January 
1, 1915, when Alfred took over the busi- 
ness in his own name. In September, 
1933, the agency was incorporated under 
its present title. Few people who see 
“Al” Christie at conventions and are 
impressed by his vigor and youthful 
appearance can believe he is old enough 
to have headed an agency for twenty- 
six. years, but, however, such is the 
truth. He is not yet 50 years of age 
and looks far from that. 

Mr Christie serves as president and 
treasurer of his agency. William J. 
Hiller, who operates the Christie agency 
at Dumont, N. J., is vice-president, and 
John A. Sneden of Bergenfield is sec- 
retary. The agency is the oldest in 
Bergenfield and also the largest. The 
Christie family is one of the best known 
in that part of New Jersey, having set- 
tled in Bergenfield in 1808. 

Father Now Bank Chairman 

The father of Alfred Christie was not 
only the founder of the insurance agency 
but also one of the incorporators of the 
Sergenfield Building and Loan Associa- 
tion and its treasurer from 1909 to 1922. 
In the latter year Alfred became treas- 
urer of the association and still holds 
that post. His father was likewise one 
of the founders of the Bergenfield Na- 
tional Bank & Trust Co. and was its 
first and only president from 1920 untii 





Death of John P. McGee 


A large number of insurance men at- 
tended the funeral March 22 of John P. 
McGee, widely known agent at St. Paul, 
Minn., who died at the age of 48 after 
an illness of several months. Mr. McGee 
won national prominence in agency cir- 
cles as a member of the St. Paul gen- 
eral committee which was host to the 
National Association of Insurance 
Agents at its 1938 annual convention. 
He served as chairman of the hotel com- 
mittee. 

He was vice-president of W. A. Lang, 
Inc., a large agency associated with the 
St. Paul Fire & Marine. He had been 
president of the Insurance Exchange 
of St. Paul and the Minnesota Associa- 
tion of Insurance Agents and a mem- 
ber of the legislative committee of the 
Insurance Federation of Minnesota. His 
widow and five children survive. One 
son, Paul McGee, is in the insurance 
business at Chicago. 





GEORGE H. DENNISON DIES 

George H. Dennison, 80, who for many 
years conducted an insurance agency at 
East Pembroke, N. Y., died in his home 
there March 24 as a result of a heart 
ailment. 





ALFRED CHRISTIE 


September, 1940, when he resigned as 
president and was elected chairman of 
the board of directors. His son is a 
director and vice-president of the bank. 

“Al” Christie for twenty years has 
been a member of the New Jersey Asso- 
ciation of Insurance Agents—known as 
the New Jersey Association of Under- 
writers until three weeks ago today—and 
has served on the executive committee 
at different times during the last fifteen 
years. He was one of the founders and 
first president of the Bergen County 


OLD PHILA. AGENCY REMODELS 


Daniel J. Walsh’s Sons, Inc., Get Ready 
for Increased Business; 61 Years 
Old; Its Executive Personnel 

Daniel J. Walsh’s Sons, Inc., 8l-year- 
old Philadelphia agency, which is one 
of the leading offices of the city, has 
recently renovated and rearranged its 
offices to facilitate the handling of a 
steadily increasing business. The agency 
is located at 504 Walnut Street, directly 
opposite Independence Square, and ex- 
tends to 204-8 South Fifth Street. Some 
of the leading business concerns of 
Philadelphia are numbered among its 
clients. 

Founded in 1880 by Daniel J. Walsh, 
the business was continued under the 
able supervision of his three sons, Basil 
S., Ralph C. and James E., who died in 
1925. Today the third generation of the 
family is represented by Daniel J. 
Walsh, who is president; William D. 
Walsh, assistant secretary, and J. Ma- 
garge Walsh, director. Basil S. is sec- 
retary-treasurer and, interestingly, he 
and Charles T. Chase, vice-president of 
the agency, have their private 0 ces at 
208 South Fifth Street, which was origin- 
ally the home of the Ingersolls, an old 
Philadelphia family. The building has 
been preserved in its original condition. 








CHANGES IN BOSTON AGENCY 
The Boston general agency of Elmer 
A. Lord & Co. has admitted Herbert 
R. Lane and Edward H. Learnard to 
general partnership. They were former- 
ly partners in the Herbert R. Lane & 
Co. local agency. William O. Blaney 
and Charles M. Cutler, formerly with 
the Lane agency, have become associated 
with Elmer A. Lord & Co., for servicing 
of risks and production of new business. 
Mr. Lane started in the insurance brok- 
erage field in 1922 and Mr. Learnard 
began his insurance work with Gilmour 
Rothery & Co. in 1926. 





Association, a county board which is 
known today widely throughout fire in- 
surance. 

The Christie Agency, Inc., specializes 
in insurance, writing all forms except 
life. It maintains no real estate sales- 
men nor carries on any activities in the 
real estate field. The agency letter- 
heads carry this notice: “Christie con- 
tracts cover—bond, fire, burglary, tor- 
nado, public and automobile liability, ac- 
cident, compensation, title, plate glass 
insurance.” A successful insurance man, 
Alfred Christie is also a family man. 
He is married and the father of three 
children. 
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MUrray Hill 2-6611 
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announce the association 
of 
RAYMOND L. WEIL 
(Nathan H. Weil, Inc.) 
with our organization 


as of 
April 1st, 1941 


























Anton L. Schwab Dies; 
Well Known Producer 


HEADED STATEN ISLAND AGENCY 





Former President of New York Subur- 
ban Agents’ Assn.; Active Also in 
Civic and Religious Work 





Anton L. Schwab, for many years one 
of the best known local agents on Staten 
Island, N. Y., and long active in agents’ 
organization work, died last Thursday 
from a heart attack in the Municipal 
Ferry House at the Battery. He was 
returning home from a committee meet- 
ing of the Suburban New York Asso- 
ciation of Local Agents. Mr. Schwab 
was 70 years of age and was president 
of the Tompkinsville agency of Moffatt 
& Schwab, Inc. 

Funeral services were held Sunday 
afternoon in the Brighton Heights Re- 
formed Church, Tompkinsville. Surviv- 
ing Mr. Schwab are his widow, a daugh- 
ter, a son and a brother. His son, 
Arthur L. Schwab, is associated with 
the agency. 

Mr. Schwab was a past-president of 
the New York suburban agents’ associa- 
tion and a founder and _ past-president 
of the Richmond County organization. 
For several years he had been the leader 
in the suburban agents’ movement for 
an increase in contingent commissions 
which was granted the producers just 
a few weeks ago. At the time of his 
death Mr. Schwab was a member of the 
law and legislation, rural agents’ and 
membership development committees of 
the New York State Association of 
Local Agents. 


Born in Brooklyn 


Mr. Schwab, who was born and edu- 
cated in Brooklyn, went to Staten Island 
with his parents at the age of 19 and 
entered the dry goods business in Tomp- 
kinsville. In 1898 he sold the business 
and started in real éstate with Frank 
Moffatt, who died in 1912, after which 
Mr. Schwab became president of | the 
company. 

In 1908, with other business men in 
Tompkinsville, he formed the Tompkins- 
ville Federal Loan and Savings Asso- 
ciation and served as treasurer of the 
association for ten years. Mr. Schwab 
was former vice-president of the Greater 
New York Federation of Churches of 
Christ in America and was a member 
of the board of directors at his death 

He was treasurer and a former presi- 
dent of the Staten Island Chamber of 
Commerce, treasurer of the Staten Is- 
land Community Chest, director of the 
Visiting Nurses Association, a_ trustee 
of the Staten Island Hospital and : 
member of Local Draft Board 202, 





JOIN PAUL J. KENNEDY AGENCY 


H. Fletcher Eggert, Jr., and Pembert 
ton H. —— recently became part: 
ners in the Paul J. Kennedy Agency, 
Inc., 10 Gold Street, New York. City 
Mr. Eggert entered the office of Chub) 

Son in New York after graduatio: 
from Williams College in 1936 and ha‘ 
been in the fire department of that office 
until recently. Mr. Lincoln has_ beef 
with Marsh & McLennan in New Yor 
since 1935, when he was graduated from 
Yale University. The Paul J. Kenned 
Agency, Inc., does nation-wide bindink 
for the Sun of London, Piedmont Fit! 
and Insurance Co. of the State of Penn 
sylvania. Mr. Kennedy is also Unite! 
States manager of the Halifax Insur 
ance Co, 





T. B. ROCKAFELLAR DIES 


Thomas B. Rockafellar, a prominef 
figure in the insurance and real estate 
business in Harrisburg, Pa., for the la 
sixty years, died March 28 at the ag 
of 78 years after a long illness. The sd 
of John and Sara Rockafellar, he 
a life-long resident of Harrisburg a 
in his youth was associated with hi 
father in insurance and real estate. H 
assumed charge of the agency when hi 
father died. 
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Independent Adjusters 
In New York Organize 


PRENTISS B. REED PRESIDENT 
Seek Amendments to State Laws to 
Leave Adjusters Solely Under Juris- 
diction of Insurance Dept. 
Many New York State independent 
adjusters for insurance companies hve 
filed applications for membership in the 
New York Association of eg ge 
Insurance Adjusters. Prentiss Reed, 
99 John Street, long a well che figure 
in the loss adjustment field, is president. 


Other officers are William M. Morti- 
mer, vice-president, 111 John Street, 
New York and R. L. Hoercher, secre- 
tarv-treasurer, 116 John Street, New 


executive committee con- 
Coleman, 370 Lexing- 
York; Albert R. Lee, 
0) John Street, New York; J. Chester 
Sneath, 90 John Street, New York; 
C. W. Tate, 75 Maiden Lane, New York, 
and Sherman Thursby, 41 Maiden Lane, 
New York. 

Officers and members of the executive 
committee have spent considerable time 
in conference with the New York In- 
surance Department in connection with 
a proposed amendment to the insurance 
law requiring the licensing of indepen- 


York The 
sists of Robert F. 
ton Avenue, New 


dent adjusters. They have also held 
conferences with the Department of 
State and have offered for passage an 


amendment to the general business law 
which, if passed, will specifically ex- 
clude adjusters from its operation and 
leave them under the jurisdiction of the 
Insurance Department. An _ adjusters’ 
law and a proper amendment of the 
general business law will make effective 
Section 180 of the Insurance Law. 

Aims and purposes of the association 
are as follows: 


Purposes of New Body 


“1. To loyally serve and wholeheartedly co- 
operate with insurance companies, their loss and 
claim executives and representatives in the prop- 
er handling of claim investigations, adjustments 
and matters pertaining to losses covered by in- 
surance. 

“2. To so conduct ourselves and our_busi- 
ness as to inspire public confidence through fair 
and _ conscientious dealing. 

“3. To promote, by virtue of the attitude we, 
as representatives of insurance companies, as- 
sume toward the public generally, a high regard 
for the business of insurance. 

“4. To approach the investigation and ad- 
justment of losses and claims with an unpreju- 
diced and open mind. 

“5. To render the companies we serve com- 

plete, truthful and unbiased reports of facts and 
conditions bearing on the loss, claim or risk. 
_ “6. To disregard influences tending to force 
improper and extravagant settlements and to 
earlessly and honestly represent the company 
client’s interest in the adjustment of losses and 
claims. 

“7. To avoid improper alliances. 

“8. To strive for economy in claim and loss 
adjustment expense and render equitable bills 
for services performed. 

“9. To refrain from improper and unethical 
solicitation. 

“10. To render at all times a service of the 
highest standard in conformity with the require- 
ments of the insurance companies. 

“11, To work in harmony with the mutual 
advancement of the members and insurance com- 
panies, with the objective of fostering and main- 
taining a cordial relationship between members 
of this association and the insurance fraternity in 
general.” 


Gale F. Johnston 


(Continued from Page 4) 
tinuous thrift. Emphasis will be placed 
upon holding these securities as well as 
purchasing them. The program takes a 
long range point of view. For the small 
investor the period is ten years, if full 
benefit is to be received. You will agree 
that this is sane and sensible. It will 
fit perfectly into a program to encourage 
thrift and build a reserve for the future. 

“Our democracy and democratic way 
of life is so dear to all of us that work- 
ing, saving and a measure of sacrifice 
are small prices to pay for preservation. 
The President and the National Con- 
gress have approved a course of action. 
The nation, as a whole, must weld all 
energy into one mighty effort that will 
achieve the end desired. On that basis 
the citizens of the United States are 
asked to back the Defense Savings Pro- 
fram of the Treasury.” 





Blank & Steller 
WALTER J: SCHMIDT 


Group recently 
treasurer, to the 


The Loyalty 
Charles W. Payne, 


Both will also retain their former positions. Mr. 
Girard Fire & Marine in Philadelphia. 
after that company became affiliated with the Firemen’s in 1916. 
Mutual Benefit Life and became associated 


1904, joining the 


1908 with the 
1910. 


his insurance career in 
with the Firemen’s in acs 


OPPOSE TWO TEXAS BILLS 
Many Insurance Men Fight Aim of 
State to Fix Commissions and Di- 
vorce Finance and Insurance 
Two bills before the Texas legislature 
have aroused considerable opposition in 
House 
reported favorably by the In- 
authorizes the In- 
surance Commissioners to determine and 
fix commissions paid to agents. Op- 
ponents claim this destroys freedom of 
contract between companies and agents 
and will likely result in material reduc- 

tions in commissions. 

House Bill 403 and Senate Bill 239 
would make it a criminal offense for an 
insurance agent to receive any part of 
the commission on an insurance policy 
covering personal property if he has ar- 
ranged a loan on such property. In other 
words the bill aims to divorce insurance 
from financing. Both an insurance agent 
and his company are subject to fine or 
imprisonment if any commission is paid 
to or received by an agent for insur- 
ance on personal property upon which 
he has arranged a loan. It is charged 
this bill would affect most small banks 
and all insurance agents who are also 
agents of finance companies. 


company and production circles. 
Bill 60, 


surance Committee, 





NEW WOMEN’S CLUB FORMED 

The Insurance Women’s Club of Ponca 
City, Okla., has been organized with 
Ruth Hollman of the Clifford Wetzel 
agency as president; Esther Nikkel, Roy 
Stephenson agency, vice-president; Ruth 
Wright, J. C. Hampton agency, secre- 
tary, and Jonnie Mills, Lewis J. McCoy 
agency, treasurer. This is the third club 
organized by insurance women in Okla- 
homa. The new club will hold dinner 
meetings on the second and fourth Fri- 
days of each month. 





RATING ARTICLE BY HUBBARD 
“Research Cuts Insurance Rates” is 
the title of an article in the .-Match 
issue of the Rand McNally Bankers 
Monthly, by Clarence T. 
retary, Automobile Insurance Co., and 
describes the activities of insurance en- 
gineers in the promotion of fire fighting 


facilities for cities and towns, safety 
devices for factories, chemical studies 
of drinking waters and foods, building 


design, safe storage for explosives and 
so on. 


named 
posts of vice-presidents of the companies. 


Hubbard, séc-, 


CHARLES W. PAYNE 


Walter J. Schmidt, comptroller, and 
Schmidt entered insurance in 
He transferred to Newark 


Mr. Payne began 


F.I.A. Re-Elects Blake 
Executive Committee Head 


For the thirteenth consecutive year 
F. Minot Blake, vice-president of the 
Phoenix of Hartford, has been re-elect- 
ed chairman of the executive committee 
of the Factory Insurance Association. 
His unanimous re-election occurred at 
the meeting of the association’s execu- 
tive committee on March 21 with hearty 
expressions of appreciation of his service 
during the past twelve years. 

It was evident that the committee 
agreed thoroughly with the comments of 
the president of the association at its 
latest annual meeting when he said, fol- 
lowing Mr. Blake’s report: “Mr. Blake, 
in urging that the members of the ex- 
ecutive committee were entitled to the 
thanks and appreciation of the members 
of this association you excluded your- 
self. If there is anybody who is entitled 
to the thanks of the association and 
everybody connected with it, it is your 
good self. I would like to record my 
estimate of your work as chairman; you 
have certainly done a fine job and an 
unselfish job and you cannot have a 
finer chairman than that.” 





TO REDUCE FLORIDA RATES 

The Florida Inspection and Rating 
Bureau announced at a meeting of the 
Tampa Insurors Exchange recently that 
there will be a state-wide reduction in 
fire insurance rates averaging more than 
10% on dwellings and stores under fire 
protection. The reduction will not be- 
come effective until completion of a 
survey of all cities and towns in the 
state which is expected to take two 
years. Buildings classed as fireproof 
and sprinklered structures will not be 
affected... Reductions will not apply on 
existing policies: While it is anticipated 
that in a few cases where the survey 
discloses serious hazards there may be 
increases, the state-wide saving is esti- 
mated at $500,000 to $700,000. 





CANDIDATE FOR CITY OFFICE 
Krank D. Epps, member of the Epps- 
Epps & Co. agency of Richmond, Va, 
has ‘announced: his candidacy for city 
treasurer of Richmond. He made an 
unsuccessful race for the office four 
years ago. The issue will be settled in 
the August Democratic’ primary. 


RETARDS INCENDIARY FIRES 





British Experiments Show Linoleum 

Gives Householder Valuable Time 

for Dealing with Bombs 

Experiments to test the effects of in- 
ceendiary bombs which fall in houses 
have been made by the British Linoleum 
and Floorcloth Manufacturers’ Asso- 
ciation. 

Magnesium electron bombs of one and 
two kilograms, which have been scattered 
broadcast in recent raids, were exploded 
en matchboard flooring and allowed to 
burn for ten minutes, when. it was found 
that they had burned a hole through the 
wood. When the floor was covered with 
linoleum the surface of the linoleum 
was charred, but the fire did not pene- 
trate the v,ood beneath. 

In further tests bombs were allowed 
to burn out on various lincleum cover- 
ings. The termite priming burns for 
about five see nds, followed by the mag- 
nesium, which burns fiercely for a 
further minute or so, leaving a white-hot 
mass which dies out in abcut thirty-five 
minutes. It took four to six minutes for 
the fire to start penetrating the surface 
of the linoleum, and about twice as long 
for it to reach the woodwork beneath. 
No fire was caused by the spluttering 
magnesium falling around. 

The conclusion drawn is that with 
even the thinnest types of linoleum this 
retarding action is of value. It gives 
a householder valuable extra minutes for 
dealing with a burning bomb, and local- 
izes the burning area. 





Insurance Baseball League 
Announces 1941 Schedule 


The Insurance Baseball League of 
New York has arranged a schedule of 
games to be played ‘1 Spring at 
Queens Park, Woodside, L. I. Teams 
in the league represent the following 
insurance rg: ance or groups: Corroon 
& Reynolds, Phoenix of London, Com- 
mercial Union, Pearl Assurance, Great 
American Indemnity, Royal - Liverpool 
Groups, North British & Mercantile, 
Home, Chubb & Son and Insurance Co. 
of North America. Officers of the 
league this year are Victor Auer, Chubb 
& Son, president; Harry Kinne, Great 
American, treasurer, and Thomas F. 
Talbot, Commercial Union, secretary. 

Games will start on April 28 and con- 
tinue daily, except week-ends and _ holi- 
days, until June 27. 





Travelers Fire Names 
Latta Mgr. in California 


The Travelers Fire has appointed 
Lynn M. Latta as manager for northern 
California, with headquarters at 315 
Montgomery Street, San _ Francisco, 
where he will be associated with Pacific 7 
Coast Manager George V. Lawry. He 7 
succeeds the late David M. Christian, 7 
whose death occurred on January 3, Mr. 7 
Latta has been with the Travelers for 
thirteen years in various parts of the 7 
country. Valentine A. Koenig, who has © 
been attached to the San Francisco office 
as special agent since 1934 and prior 
to that in the engineering department 
of the company, has been promoted to 
the assistant managership of the San 
Francisco office. 


MARYLAND FIREWORKS BILL 


Sale and use of fireworks with ex- 7 
ception of displays authorized by the © 
Insurance Department will be pro- § 
hibited under provisions of a bill passed 
by the Maryland general assembly. It = 
had the approval of Insurance Commis- | 
sioner John B. Gontrum, Governor 
Herbert R. O’Conor and more than 100 
organizations. It was subject to con- 
troversy as there are several plants in © 
the state which manufacture fireworks. | 


N. J. SPECIALS TO BOWL 
The New Jersey Special Agents Asso- 
ciation wil! hold a dinner meeting next 
Monday, April 7, at 6:30 P.M. at the 
Newark Athletic Club, Newark, N. J. 
There will be a bowling match after- 
wards for those attending. 
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Strongest Fire Reinsurance Company 


in the World 


Fire and Allied Lines 


INTERNA TIONAL 


INSURANCE COMPANY 


OF NEW YORK 


Statement December 31, 1940 


ASSETS LIABILITIES 


Cash in Banks and Trust Companies. .$1,212,262.13 Reserve for Unearned Premiums........ $1,815,476.85 
Reserve for Losses............cccseece 434,504.04 

*U, S. Government Bonds.............. 2,314,580.55 Reserve for all other Liabilities ........ 450,000.00 

*All other Bonds and Stocks..... eceee 2,416,483.97 

First Mortgage Loans............-eees 263,090.00 


Net due from I Compani soe a7ie9 CAPITAL. . . $1,000,000.00 
aaa ee SURPLUS .  3,119,927.51 


ee 15,019.92 SURPLUS TO 
POLICYHOLDERS ... 4,119,927.51 


$6,519,908.37 





$2,399,980.86 








$6,519,908.37 








*Valuation on basis prescribed by National Association of Insurance Commissioners. Securities carried at $815,551.58 in the above statement are 
deposited as required by law. On basis of December 31, 1949 market quotations for all Bonds and Stocks owned, the Total Admitted Assets would 
be increased to $6,708,713.85 and the Surplus to Policyholders to $4,308,732.99. 


The INTERNATIONAL is the strongest company because it has 60% of its business 
retroceded to a group of the strongest companies in this country. It has $800,000.00 in 
excess covers divided among almost all of the very strongest insurance companies in the 
: United States, these excess covers applying to its net business which is comparatively small. 


The INTERNATIONAL has no treaties covering outside of this hemisphere. 
The INTERNATIONAL has no foreign entanglements of any kind whatsoever. 
The INTERNATIONAL has no deposits or property outside of the United States, ex- 


cept in Canada. 


PES ERS SAA A SRN EE TAIN D 
Rain TR aioe Meee ee ee 


SUMNER BALLARD, PRESIDENT 7 
80 JOHN STREET NEW YORK, N. Y. 
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THE PENNSYLVANIA 


FIRE INSURANCE COMPANY 


FINANCIAL STATEMENT - DECEMBER 3lst, 1940 


ADMITTED ASSETS 


Cash in Banks and Offices 
U. S. Government Notes and Bonds . 
State, County and Municipal Bonds 


Railroad, Public Utility and other 
Bonds 


Stocks (57% 
teed) 


Preferred or Guaran- 


Collateral Loan 
Accrued Interest 


Agency and other balances in 
course of collection not over 90 
days due 


%TOTAL ADMITTED ASSETS 


$ 1,325,420.82 
6,660,869.84 
1,528,857.60 


2,841,979.33 


2,911,900.00 
2,227.36 
81,710.09 


698,516.90 


% 
8.3 
41.5 
9.5 





17.7 





$16,051,481.94 


100.0 








(Investments are carried in assets at amortized values on 
amortizable bonds and at values promulgated by the Na- 
tional Association of Insurance Commissioners on all other 
bonds and on stocks. Securities carried at $242,305.25 are 


deposited as required by state laws.) 


LIABILITIES, CAPITAL AND SURPLUS 


LIABILITIES 
Losses in Process of Adjustment 


Unearned Premiums on policies in 
force 


Federal and State Taxes and Sundry 
Items . 


TOTAL LIABILITIES 


CAPITAL . $1,000,000.00 
NET SURPLUS 8,997,889.71 


¥%SURPLUS TO POLICYHOLDERS 


TOTAL LIABILITIES, CAPI- 
TAL AND SURPLUS 


% On the basis of December 31st, 1940 market quota- 
tions for all bonds and stocks owned, the total Admitted 
Assets would be increased to $17,314,539.51 and the 
SURPLUS TO POLICYHOLDERS to $11,260,947.28. 


$ 312,118.00 


9,269, 143.09 


476,331.14 





$ 6,053,592.23 


9,997,889.7 1 





$16,051,481.94 
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PEARL LOSES IN MASS. 





Federal Court Holds State Has Right 
to Require U. S. Citizenship of 
Foreign Company Manager 
Justice Felix Frankfurter of the United 
States Supreme Court last week handed 
down, when presiding over the United 
States First Circuit Court of Appeals 
in Boston, a decision against the Pearl 
Assurance of London in its suit against 
Insurance Commissioner Charles  F. 
J. Harrington of Massachusetts to re- 
strain him from enforcing a rule that 
the United States manager of a foreign 
company must be a United States 

citizen. 

The Pearl and its United States man- 
ager, Oscar Carlsson, a British subject, 
held that Harrington’s action in refus- 
ing to relicense the Pearl until a citizen 
of this country was appointed manager 
was a violation of the due process and 
equal protection clause of the Fourteenth 
Amendment to the Constitution and that 
it violated two treaties between this 
country and England. 

“Since 1878,” Justice Frankfurter said, 
“the commonwealth has required that 
foreign insurance companies deposit 
funds with an officer of the common- 
wealth and with trustees who are citi- 
zens or corporations of the United 
States to protect policyholders. 

“In practical administration this safe- 
guarding of local policyholders greatly 
proved its worth when, during the late 
war, fire insurance companies of enemy 
countries and their allies were pre- 
vented from writing further insurance 
in this country. To the statutory policy 
of the commonwealth was apparently 
due in no small measure the solvency 
of the United States branches of these 
alien companies. 

“Tf such be not merely state policy 
of long standing, but one that has proved 
itself efficacious when put to the test 
of practicalities, it is not difficult to 
understand why the commonwealth 
should find an added measure of secur- 
ity in requiring the active head of an 
alien insurance business to give that 
devotion to American interests which 
citizenship implies.” 

The case was placed before Frank- 
furter, First Circuit Appeals Court Judge 
Calvert Magruder and District Judge 
Francis J. W. Ford on an appeal by the 
Pearl. 





J. Raymond Quinn Special 
Agent for American Group 


The American Insurance Group of 
Newark announces the appointment of 
J. Raymond Quinn as special agent for 
the mainland division of the New York 
suburban field. Mr. Quinn will be located 
in the American’s new office at No. 1 
Court Street, White Plains, N. Y. This 
is a service office under the supervision 
of the group’s metropolitan and subur- 
ban department, 90 John Street, New 
York, which department will continue to 
operate as heretofore. 

Starting in the fire insurance business 
with the old Charles E. Wickham 
Agency, Mr. Quinn left to. go with the 
Phoenix Assurance Group sixteen years 

ago, and has been there ever since in 
various capacities, latterly for the past 
eight years as special agent traveling 
this territory. While with the Phoenix 
Group he acquired a working knowledge 
of the inland marine and casualty busi- 
ness as related to agents’ problems. 


Says Big Bill 


(Continued from Page 21) 





Choral Society. The church needs more 
adequate facilities to care for these 
groups as well as the spiritual needs 
of the Wall Street business community. 

A tund is being raised for restoration 
of the property and adequate equipment. 
The fund has been endorsed by Chamber 
of Commerce of State of New York. 


SMILEY HEADS CAMERA CLUB 





One Hundred Twenty-five Camera Hob- 
byists Attend First Meeting; 
Monthly Events Planned 

Ralph W. Smiley, Royal - Liverpool 
Groups, was unanimously elected per- 
manent chairman of the Insurance Cam- 
era Club at its organization meeting at 
the Hotel Taft, New York, March 24. 
More than 125 camera hobbyists from 
the insurance district were present. 

The first meeting was arranged by a 
committee consisting of Mr. Smiley, 
Fred Rudolph, Travelers, and C. V. 
Schneider, Home of New York. In 
opening the meeting, Mr. Smiley said 
it was the thought of the committee 
that members of the camera clubs of 
individual companies and groups should 
have a joint meeting place to enjoy lec- 
tures and demonstrations by experts, not 
always available to the separate groups. 
He said that the programs are being ar- 
ranged to appeal to beginners as well as 
experts. 

Meetings will be held every month at 
the East Village of the Taft Hotel, 
which the management is giving the 
club without charge. 

E. N. Bankers, Eastman Kodak Co., 
Rochester, was the speaker for the first 
program. He spoke on Kodachrome and 
illustrated his lecture with colored slides 
followed by a demonstration on make- 
up, proper lighting and color photogra- 
phy. He was assisted by a professional 
model. The Cavalcade of Color, shown 
at the New York World’s Fair in 1939, 
was shown with full synchronization. 

The next meeting will be on Monday, 
April 21, when the program will include 
a moving picture demonstration. 


Raymond L. Weil Now 
With White & Camby, Inc. 


Raymond L. Weil has become asso- 
ciated with White & Camby, Inc., 41 
East 42nd Street, New York City, carry- 
ing on the insurance agency business 
formerly known as Nathan H. Weil, Inc., 
501 Fifth Avenue. Mr. Weil has been 
in insurance for twenty-one years and 
has been connected continuously with 
the Weil office. He became president 
in 1938 following the death of -his uncle. 
He is widely known in brokerage and 
company circles. 








International Presents 
Strong Financial Report 


The International Insurance Co. of 
New York, one of the country’s largest 
fire reinsurance companies, reports total 
admitted assets of $6,519,908 as of De- 
cember 31 last. With capital of $1,000,- 
000 and net surplus of $3,119,927, the 
company had surplus to policyholders of 
$4,119,927. The company reports a re- 
serve for unearned premiums of $1,815,- 
477. On the basis of December 31, 1940, 
market quotations for all bonds and 
stocks owned total admitted assets would 
be increased to $6,708,714 and the surplus 
to policyholders to $4,308,733. 

Assets of the International include 
cash of $1,212,262 and U. S. Government 


bond holdings of $2,314,580. The com- 


pany reports that it has $800,000 in ex- 
cess covers divided among nearly all 
the strongest companies in the United 
States. It has no treaties covering out- 
side of this hemisphere. Sumner Bal- 
lard is president of the company. 


MRS. SAMUEL A. BERGER DIES 
Funeral services were held Sunday 
afternoon at Temple Emanu-FEl in New 
York City for Mrs. Katherine Beatrice 
Berger, wife of Samuel A. Berger, well 
known New York insurance attorney, 
who died last Friday at her home at 
240 Central Park West. She was 48 
years old and had long devoted much 
of her time to philanthropic work. At 
the time of her death Mrs. Berger was 
a member of the board of governors of 
the Women’s Division of the Federa- 
tion for the Support of Jewish Philan- 
thropic Societies and of the Cripp'ed 
Children’s East Side School, 
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Henry, dear, does our automobile 
insurance cover everything? 


Just what does ‘everything’ mean as 
applied to automobile insurance? 
e r r 


Here are a few of the things it should 
include. Fire, theft, damage to your car 
by collision, windstorm, hail and flood 

. . emergency towing service... 
liability imposed upon you by law for 
injuries to other persons or their prop- 
erty—and if your children drive, it is 
well to have your liability insurance 
cover their driving other people’s cars. 


If you ate in doubt as to whether 
your present insurance includes all these 





coverages, ask your local agent or 
broker. He can give you expert advice 
on how to obtain complete protection 
at low cost—and on what to do in event 
of loss... which is why the Aetna Fire 
Group sell only through such agencies. 


It is a further satisfaction to know 
that when your insurance is with a 
capital stock company, it is backed by 
both a paid-in capital and surplus. You 
are never liable for assessment. The 
AETNA FIRE GROUP, Hartford, 
Conn., New York, Chicago, San Fran- 
cisco, Charlotte, N. C., Toronto, Can. 
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WARS CONFLAGRATIONS DEPRESSIONS 





1846 || 1835—New York City 1819 


Mexican . 
War 1845—New York City 1837 
1851 —San Francisco 


1861 || 1866—Portland, Me. 1648 
Civil || 1871 —Chicago 1857 
War || 1872—Boston 1873 
1898 || 1877—St. Johns, N.B. 1993 


Spanish- || 1889—Seattle; Spokane 
Americanl! 19 01— Jacksonville, Fla.|| ' 997 
War |! 1904—Baltimore 1921 
1917 || 1}906—San Francisco 1929 
World || 1908—Chelsea 
War 11 1914—Salem 

















Sinee 1519 
through conflagrations, wars 
and financial depressions, no 
policyholder has ever suffered 
loss because of failure of the 


to meet their obligations. 
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Hosmer Starts Campaign 
For Prisoners of War 


HAS LETTERS FROM ABROAD 


Prisoner of Germany Writes; British 
Underwriter Described City 
of London Fire 
president of the 


Robert C. Hosmer, 


Excelsior Fire of Syracuse, N. Y., has 
had the war brought close to him 
through two letters he has received 


One is from J. W. Beaven 
brokers at Lloyd’s, 

camp. 
manag- 


from abroad. 
ol Lionel Sage & (0; 
written German prison 
The other is from A. Rendtorff, 
ine director of the Sterling Offices, Ltd., 
of London, telling how his company and 
pooled their fire 
watching interests and describing the 
second great fire in the City of London 


from a 


one next door have 


since the war began. 
In 1939 Mr. Hosmer 
and he was escorted over 
building by Mr. Beaven. According to 
his letter, which was airmailed January 
13 through the International Red Cross, 
he was with the brokerage firm until 
March of last year when he “joined up,” 


was in London 
Lloyd’s new 


having been married a fortnight pre- 
viously. 
“I spent a very happy two months in 


“and 


the army in England,” he says, “% 
just 


went to France at the end of May, 
when things were becoming really lively 
and most of our battery were captured 
at St. Valey on June 12, just when we 
thought we were getting home.’ 

Prisen Camp Life 

Obviously Mr. Beaven could give no 
details of his life in the prison camp, 
but he did say that Red Cross parcels 
were not coming as frequently as one 
might hope and asked for “a parcel of 
comfort”—food, chocolate, cigarettes, to- 
bacco, etc. 

Mr. Hosmer not only shipped him a 
standard Red Cross package but opened 
up a campaign among his friends for 
packages for prisoners of war. 

How business men of London carry 
on in the face of war conditions is de- 
scribed in Mr. Rendtorff’s letter, which 
was mailed under date of January 29. 

“I agree that the next ninety days 
will probably be of a very decisive na- 
ture as far as this country is concerned 
and a lot will happen in that time,” he 
writes. 

“I am of the opinion that during that 
period we shall be put through the su- 
preme test, and all I can say to you is 
that we have had many tests in the past 
months and have come through all of 
them well and I do not see any reason 
why we should not come through the 
others that may be on their way. 

City of London Fire 

“Tt will be a terrible struggle and we 
all naturally wonder how it is going to 
pan out. Since I wrote you last the 
principal event, I think, has been the 
second great fire of the City of London. 
I saw it first from my home as a small 
red glow in the sky and later as a huge 
flare over the best part of London. This 
was about 10 p.m. December 29, 

“The next morning I was in the city 
and | have never had such admiration 
for anyone as I had that morning for 
our fire brigades. By Tuesday morning, 
about thirty-six hours after the fire 
started, the companies were back in 
their quarters.” 

Mr. Rendtorff then goes on to relate 
how his company and another next door 
have pooled their fire watching inter- 
ests, all taking a turn at night duty. 

“In regard to the Pickwick room,” he 
writes, “we are moving from there those 
articles which, in our opinion, have na- 
tional value. Anything which is of value 
only to the firm we will leave, but there 
are some original Dickensian posses- 
sions, letters and so forth, which should 
not be destroyed, so we are now engaged 
in finding a place for them, as our safe 
deposits are quite full up.” 





MERCHANTS OPPOSE BILLS 
N. Y. Association Fights Measures 
Aimed at Lloyd’s; Want Excess 
Insurance Market 

The Merchants’ Association of New 
York is opposing bills introduced by 
Russell Wright, chairman of the rules 
committee of the Assembly of the New 
York general assembly, which the asso- 
ciation says appear to be aimed at for- 
eign insurance carriers such as Lloyd’s 
of London. 

In letters sent to assemblymen, the 
association expresses the belief that 
these bills would have the effect of in- 
creasing the cost of insurance without 
conferring any offsetting advantages to 
the persons or businesses insured under 
large blanket policies. 

Expressing opposition to any legisla- 
tion which would deprive people of the 
state from obtaining blanket protection 
from such carriers as Lloyd’s when sim- 
ilar policies are not available from au- 
thorized companies, the letters state: 

“These bills, if they become law, would 
leave important businesses in this state 
open to severe losses by preventing them 


from obtaining adequate insurance in 
the form essential to their full protec- 
tion. We are informed that domestic 


companies are not in a position to write 





Keen 


AUTOMOBILE: FIRE 


policies for heavy ‘excess insurance’ of 
the type desired by those requiring very 
heavy insurance. Therefore, any extra- 
ordinary restrictions or excessive taxes 
levied on foreign insurance companies 
which now write these policies would 
not result in turning the business over 
to insurance companies authorized to 
transact business in this state, but would 
merely oblige those insured to pay 
higher premiums for the necessary cov- 
erage and secure no additional benefits. 
For these reasons, The Merchants’ Asso- 
ciation wishes to be recorded in opposi- 
tion to these bills.” 


Rhode Island Bill To 


Form Colonial Fire Co. 


A bill is now before the Rhode Island 
Senate providing for incorporation of 
the Colonial Fire Insurance Co. The 
bill fixes a maximum of $1,000,000 capital 
and provides for the company to write 
all-risk insurance. This same provision 
is found in several other bills before 
the legislature providing for the incor- 
poration of new insurance companies. 
Named as incorporators of the Colonial 
are Francis E. Welch of Pawtucket and 
Francis I. Suttell and Edmund L. 
O’Brien, who are associated with him in 
his auditing firm. 





INLAND MARINE 


Syracuse Field Club Plans 
Spring Party on April 28 


The annual Spring party of the Syra- 
cuse Field Club will be held Monday 
night, April 28, at the Drumlins Country 
Club just out ‘of Syracuse according to 
an announcement by Forrest H. Wit- 
meyer of the Excelsior, chairman of the 
committee in charge. 

At a meeting of the committee held 
prior to the weekly meeting of the 
Syracuse Field Club last Saturday at 
the Hotel Syracuse it was decided that 
this year’s party will be in the nature 
of a dinner and dance. Bridge will be 
provided for those who prefer that to 
dancing. 

A number of novel features are prom- 
ised by the committee to enliven this 
year’s party, and to make it of real in- 
terest to those who attend, especially to 
the wives of the field club members, 
This is the only party of the year which 
is not strictly a stag affair on the social 
calendar of the field club. 

Invitations are being extended to mem- 
bers of the Rochester, Albany and Buf- 
falo field clubs to attend the Syracuse 
party, and it is expected that field men 
and adjusters from Elmira, Binghamton, 
Utica and other nearby cities will be on 
hand, 







Jud gment i 


SERVES 


WELL e 


Sound technical skill plus prompt and expert 


judgment is always a determining force in the 


successful operation of every company. In our 


thoroughly trained nation-wide organization, we 


can rely on every man in every job for the right 


decision at the right time... aconstant advantage 


to Pearl agents and Pearl policy - holders. 


80 JOHN STREET, NEW YORK 


FART AMERICAN 2: 


NCE COMPANY, 
& MARINE INSURANCE CO. 
INSURANCE COMPANY 


CREAR L 


*EUREKA-SECURITY FIRE 
“MONARCH FIRE 





Cleveland, O. 


314 Bulkley Building 


Cincinnati, O. 


1724 Carew Tower e 
Chicago 


Philadelphia, Pa. 


525 Chestnut Street 


San Francisco 


200 Bush St. 


175 W. Jackson Blvd. 
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AGENTS’ CONVENTION SPEAKERS 





Wayne C. Meek to Speak at Oakland 
on National Defense; George 
Scott on Educational Work 

Wayne C. Meek of Seattle, Wash., 
former member of the executive com- 
mittee of the National Association of 
Insurance Agents, will speak on “The 
Agent’s Place in National Defense” on 
Wednesday morning, April 23, at the 
mid-year meeting of the National Asso- 
ciation at Oakland, Cal. 

George W. Scott, educational director, 
will lead a discussion on the same day 
on the insurance educational movement 
which has become of increasing impor- 
tance in recent months. He will offer a 
report on the progress to date of the 
association’s efforts to coordinate the 
educational work being carried on by the 
state and territorial groups and to build 
the foundations of a national educational 
program. 

The entertainment program for the 
Oakland convention is being developed 
under the chairmanship of Howard K. 
Cross. On Sunday afternoon, April 20, 
the Fireman’s Fund Insurance Co. will 
be host to those at the convention on 
a boat ride around San Francisco Bay. 
Following this trip an informal buffet 
dinner will be served at the Hotel Oak- 
land, 

The regular get-together dinner will 
be held Tuesday evening at the Hotel 
Claremont and the president’s ball will 
be staged at the Hotel Oakland on Wed- 
nesday evening. A special program of 
entertainment for women attending the 
convention is being arranged by Mrs. 
Lillian C. Pinney, chairman of the ladies’ 
committee. 


Great Lakes 


(Continued from Page 1) 





and by payment of additional premium 
on amounts which added to the dual 
valuation will not exceed amounts which 
are equivalent to $75 per gross ton on 
freighters and $92 per gross ton on self 
unloaders. 

A condition for waiving of the no 
disbursements warranty is that the same 
proportion of the added amounts will 
be placed with the hull underwriters as 
is placed with them on the hull insur- 
ance, 

Port Risk Rate Increased 

This year vessels on port risk are to 
be insured at not less than $75 per 
gross ton at 75 cents per cent per annum 
or 3.75 cents per cent for each fifteen 
days or part thereof, both subject to 
a $500 deductible average (except total 
and/or constructive total loss). 

Previously port risk coverage was 

granted at a rate of 60 cents per annum 
or 3 cents per cent for each fifteen 
days, other terms and conditions being 
the same. . 
_ As is usual a 25% reduction is granted 
In policy post season additionals if navi- 
gation is all confined to one lake, ex- 
cluding Lake Superior. This year, the 
underwriting principles merely clarify 
an established practice by stating that 
this 25% reduction shall not apply when 
waters connecting any two lakes are 
used, Last year the limits of each lake 
were defined in the underwriting prin- 
ciples, and this section is continued this 
year, 

Strikes are not covered except by 
special agreement and this only subject 
to revision of rate on fifteen days’ notice 
and acceptance by the assured or can- 
celation. This year it is further stipu- 
lated that war risks will not be covered 
except by special agreement at rates to 
be determined. 





RICHARDS WITH CURRY AGENCY 

John G, Richards has joined the 
marine department of the John F. Curry 
Agency, Inc., 70 Pine Street. A grad- 
uate of Columbia University in 1930 
Mr. Richards served six years with 
Johnson & Higgins and since then has 
been with the Insurance Co. of North 
America in its brokerage and marine 
adjusting division, 





NORFOLK INSURANCE SCHOOL 


Local Board and William and Mary 
College Sponsor Course; List 
of Lecturers 

A successful insurance school was 
conducted in Norfolk, Va., March 24-28, 
sponsored by the Norfolk Division, Col- 
lege of William and Mary, and the Nor- 
folk Association of Insurance Agents. 
John T. Minter, president of the Norfolk 
association, R. E. B. Stewart, Jr., chair- 


and President Benjamin B. Burroughs 
of the Virginia Association of Insurance 
Agents conducted the opening cere- 
monies. 

The classes were held every evening 
from Monday until Friday, and covered 
a comprehensive insurance program. 
Each lecture was followed by a written 
quiz, with papers corrected under super- 
vision of William and Mary College 
and certificates awarded on the basis of 
attendance and quiz grades. 


Following is the list of lecturers: 


brokerage department, Royal-Liverpool 
Groups; Homer D. Sherwood, assistant 
supervisor, casualty agency field service, 
Travelers; H. W. Melville, manager, 
marine department, American Insurance 
Group; J. H. Bibby, assistant casualty 
director, United States Fidelity & Guar- 
anty; W. F. White, superintendent, acci- 
dent and health department, Eagle, 
Globe and Royal Indemnities; John H. 
Dillard, manager, automobile department, 
Southern tepartment, Fireman’s Fund; 
Luther E. Mackall, vice-president, Na- 
tional Surety Corp.; Ralph Bugli, ad- 





man of the insurance school committee, Clarke Smith, 


assistant manager, vertising manager, London Assurance. 





‘Performance 





1940 








Lue efficiency of A.D.T. Protection 
Services is not a matter of conjecture. Their effectiveness in mini- 


mizing fire and burglary losses can be determined accurately by 
the same method of statistical analysis that is the basis of insurance 
underwriting. The following performance records of A. D.T. Pro- 
tection Services during the year 1940, merit the most careful con- 


sideration of executives and representatives of insurance under- 


writers: 


Sprinkler Supervisory and 
Waterflow Alarm Service 
Supervisory alarms, indicating impair- 
ment of sprinkler systems . . 118,243 
Waterflow alarms, indicating fire con- 
ditions or serious leaks . . . . 2,098 


Percentage of fire and water damage 
losses to insurable values of protected 
properties - 14/1,000ths of 1% 


During the past ten years, subscribers 
to A.D.T. Sprinkler Supervisory and 
Waterflow Alarm Service have enjoyed 
99.98% IMMUNITY FROM FIRE AND 
WATER LOSSES. 


Watchman Supervisory and 
Manual Fire Alarm Service 


Investigations of failures of watchmen 
to signal on schedule 172,844 


The total number of signals supervised 
was approximately 300,000,000; hence, 
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the watchman patrol efficiency was 
99.94% 


Manual Fire Alarms‘handled . . 1,453 


Percentage of fire losses to insurable 
values . . . . . 27/1,000ths of 1% 


During the past ten years, subscribers 
to A.D.T. Watchman Supervisory and 
Manual Fire Alarm Service have en- 
joyed 99.97% IMMUNITY FROM FIRE 
AND WATER LOSSES. 


Burglar and Holdup 
Alarm Services 


Burglars captured as result of A.D.T. 
a a ae ee 405 


Percentage of losses in attacks on 
A.D.T. protection to insurable values 
protected 9/1,000ths of 1% 


During the past ten years, subscribers 
to A.D.T. Burglar and Holdup Alarm 
Services have enjoyed 99.98% IMMU- 
NITY FROM BURGLARY LOSSES. 


IN ALL PRINCIPAL CITIES OF THE 
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Transfer of Physical Possessions 
Held Not to Be Change of Interest 


A combination fire, theft and property 
damage policy was issued upon a Ply- 
mouth automobile to the owner. 

The policy provided that it should be 
void if the insured’s interest in the auto- 
mobile should “be or become other than 
unconditional and sole lawful owner- 
ship,” or in case of transfer or termina- 
tion of insured’s interest, other than by 
his death, or in case of any change in 
the nature of his insurable interest 
“either by sale or otherwise,” or if the 
policy or any part thereof should be 
assigned before loss, 

After the policy was issued insured 
contracted to sell the automobile to 
C. V. Nalley, insured to get a $500 al- 
lowance and to pay in addition $250 
cash for a new car when the kind of 
car he had ordered was procured. No 
credit entry of the transaction was made 
on Nalley’s books. The parties agreed 
that if Nalley had a prospective purchaser 
for the old car, Nalley would send Pass 
something to drive and take the insured 
car and show it to such prospective 
purchaser. 

Car Damaged When in Possession 

of Another 

Ten days after this contract was made 
a Chevrolet was sent Pass to use, and 
Nalley’s agent took the insured car and 
demonstrated it in Buford for several 
days, and then sent it to Nalley in Gaines- 
ville, Ga., to be demonstrated to pros- 
pective customers in that city. Eight 
days later a collection agent of Nalley 
took the car on a personal trip and was 
en route to Atlanta, when he collided 
with a truck loaded with mules, causing 
damage to the insured automobile. Pass 
did not know of the collision and the 
consequent damage to the car until sev- 
eral days later. Ten days after the 
collision Pass paid Nalley $250 and re- 
ceived the new car and the contract 
was completed. 

Suit was brought on the _ policy, 
against the insurance company by Pass, 
but the petition was subsequently so 
amended that Pass sued “for the use of 
C. V. Nalley.” The sole question in the 
case was whether, under the terms of 
the policy, the “interest” of the plain- 
tiff, Pass, had “become” other than un- 
conditional and sole ownership. It was 
not contended that plaintiff had mort- 
gaged the property or had given any 
conditional bill of sale to it. The ques- 
tion, therefore, was considered by the 
court to be whether plaintiff changed 
his interest in the property by a con- 
tract of sale to Nalley under the quoted 
provision of the policy. 

The jury rendered a verdict for plain- 
tiff for $385 and a judgment was en- 
tered on that verdict. A motion by the 
insurance company for a new trial was 
overruled and the company excepted. 
The Georgia Court of Appeals, Provi- 
dence Washington v. Pass, for Use of 
Nalley, 12 S. E. 2d 460, affirmed the 
judgment, holding that the verdict was 
authorized. 

Broyles, C. J., dissented, 
opinion, 

No Transfer of Legal Rights 

“Interest,” the majority opinion stated, 
as applied to property is broader than 
the word “title.” It is practically syn- 
onymous with the word “estate,” which 
has been defined as “the quantity of in- 
terest which a person has, from abso- 
lute ownership down to naked posses- 
sion.” In this case “there was no trans- 


with an 


fer of the title to the automobile, nor 
of the legal right of possession of the 
property to which the insurance con- 





tract applied. Physical occupancy, or 
possession, of the automobile had been 
surrendered, but it seems apparent that 
Pass could have regained actual physical 
possession of his automobile at any time 
before the final consummation of the 
contract of sale. 

“The provision here refers to some 
change of interest which makes the loss 
fall upon another person so that the 
insured would lose his disposition to 
maintain and protect the property. It 
has no application to the mere right 
which another may acquire to purchase 
the property which does not change the 
right in case of loss. 

“The mere executory agreement to 
sell an automobile does not constitute 
a change of interest which violates the 
stipulation against the change of inter- 
est in the contract of insurance; and 
if during use and trial of personal prop- 
erty by a prospective buyer the prop- 
erty is covered by a fire insurance poli- 
cy, issued to the original owner insur- 
ing against loss by fire, and the prop- 
erty is destroyed by fire, it will not de- 
feat the insured’s right to recover on 
the policy.” 29 Am. Jur, sec. 637.” 

The jury was held authorized to find 
that there was merely an executory 
agreement to sell, and that the turning 
over of the old car by the insured to 
Nalley to be used for demonstration pur- 
poses with prospective buyers, made 
Nalley’s possession “derivative posses- 
sion,” which is defined in Black’s Law 
Dictionary as “the kind of possession 
of one who is in the lawful occupation 
or custody of the property, but not 
under a claim of title of his own, but 
under a right derived from another, as, 
for example, a tenant, bailee, licensee,” 
etc. Such turning over of the car would 
not, it was held, violate the policy pro- 
vision. 

Chief Judge Dissents 

Chief Judge Broyles, in his dissenting 
opinion, said that where, under an ex- 
ecutory contract of sale, the executory 
vendee has deviated from the usual 
practice and has, in addition to his 
executory contract, and pending its ful- 
filment, taken actual possession and 
control of the property, by the better 
authority the policy is held avoided. 


“The effect of the insured in allowing 
Nalley Company to take possession of 
the property for demonstration purposes 
and agreeing to take a credit of $500 
therefor on the purchase of a new auto- 
mobile, was, so far as the policy in 
question is concerned, to retain legal 
title in himself, and the Nalley Com- 
pany to acquire an equitable interest in 
the insured property. 

“The provision here with reference to 
the change of interest refers to some 
change of interest which would make 
the loss fall upon some other person 
than the insured. * * * The complete 
reply to the contention by the plaintiff 
that ‘the law requires the holder of the 
title to bear the loss,’ is this: The evi- 
dence does not show that the automo- 
bile was wrecked without the vendee’s 
fault. All that the evidence discloses 
concerning the wreck is the bare fact 
that Mr. Bowen was working for the 
vendee, the Nalley Company, and was 
going to Atlanta in the automobile in 
question on a ‘personal trip’ and ‘col- 
lided with a truck loaded with mules.’ 
This was not sufficient. It must affirma- 
tively appear that the property was 
damaged without the vendee’s fault. The 
loss here falls on the vendee, and there- 
fore I think there was such a change 
in the ‘interest’ of the plaintiff in the 
insured property as voided the policy. 

“Generally, in Georgia, where title is 
reserved in the vendor until certain con- 
ditions are complied with, the loss or 
destruction of the subject matter of the 
sale falls on the vendor, where the ven- 
dee is without fault. Code, ses. 96-108. 
But it must affirmatively appear that 
the property was destroyed through no 
fault of the vendee.” 


REDUCES RATES ON JEWELRY 





I. M. U. A. Increases Credit on Three 
Year Policy and Scheduled Jewelry 
Under Floater 
The Inland Marine Underwriters 
Association announces that, effective as 
of March 25, the currently existing 
credit of 15% off the basic annual 
jewelry rates on three year policies has 
been increased to 25%. On three year 
policies the premium has_ heretofore 
been calculated on the basis of three 
times the basic annual rates less 1624%. 
The premium for such policies will, from 
March 25, be calculated at three times 

the basic annual rates less 30%. 

This, in effect, makes the cost of a 
three year policy 6%% less than the 
assured would pay for three annual 
policies. The same increased credits will 
apply to scheduled jewelry under per- 
sonal property floater policies. 

The I. M. U. A. further provided that 
all existing jewelry and personal prop- 
erty floater policies may enjoy the bene- 
fits of the increased credits from March 
25th to expiration through the medium 
of extended insurance. 





British War Risks 


Office Moves 


To Expedite Settlement of Claims 


A statement has been issued by the 
British War Risks Insurance Office enu- 
merating documents which are required 
to substantiate claims. The list is not 
new, and the emphasis now laid on the 
correct presentation of the papers evi- 
dently is in step with the movement to 
expedite the settlement of claims. 

Now that all concerned with the sub- 
mission of claims have been reminded in 
this way that they can facilitate the 
work of claim settlements they will not 
feel any grievance at the winnowing 
process adopted at the office immediately 
claims are submitted, with a view to 
giving priority to those which are fully 
supported by the requisite documents. 
There will, indeed, be a premium on 
efficiency. 

Brokers and others connected with 
marine insurance are, of course, work- 
ing under the serious disability of re- 
duced staffs and other inconveniences 


caused by the war. The War Risks In- 
surance Office is also suffering from 
staff shortage, but unhappily there are 
limits to the reserves of trained men 
that can now be drawn on for special- 
ized work. It is a time when all con- 
cerned need to conduct their special 
functions as efficiently and quickly as 
possible. 

Not long ago the War Risks Insur- 
ance Office decided, when “shipped” bills 
of lading have been sent abroad and 
cannot be quickly obtained, to accept a 
certified copy of the bills, or even cer- 
tificates from the shipowners that the 
goods were duly shipped, subject to the 
usual forms of indemnity. This willing- 
ness is expressed in the present state- 
ment and affords practical evidence of 
a wish not to be unduly insistent on the 
strict observance of the formalities when 
obstacles arising out of the war block 
the way. 


PRAISE FOR CHAIRMAN 
Liverpool & Glasgow Salvage Associa- 
tion Admires Oscar Prentice As 
a Presiding Officer 
One of the most picturesque of all 
the world insurance managers is Oscar 
Prentice of the Sea Insurance Co.,, 
Liverpool. He is witty, unconventional, 
blunt. Mr. Prentice is also chairman 
of the Liverpool & Glasgow Salvage 
Association and at the last annual meet- 
ing of that association two of the mem- 
bers, J. H. Arnold and W. H. Darley, 
moved a vote of thanks to the chairman, 

Mr. Arnold said: 

“I do not think we should disperse 
without thanking the chairman for ser- 
vices he has rendered to the Association 
during the past two years. Our attend- 
ance here each week to listen to what 
is being done by the Association, and to 
criticize it, if necessary, is not very 
onerous, but Mr. Prentice has undoubt- 
edly put in much hard work, especially 
since the outbreak of the war, and he 
has done his work well. Personally, | 
think that it has perhaps been good for 
him, and I think he has enjoyed it. He 
has been an excellent chairman, and 
even if at times somewhat unconven- 
tional, it has been at any rate delight- 
ful to listen to him. Perhaps it is just 
as well. I have very much pleasure in 
proposing a vote of thanks to the chair- 
man of the association for his work 
during the past two years.” 


Builder’s Risk Syndicate 





, Re-elects Five Managers 


At the annual meeting last month of 
the American Marine Insurance Syndi- 
cate for Insurance of Builder’s Risks 
the following companies were re-elected 
for three years as managers, with their 
representatives: Boston, William R. 
Hedge; Continental, Samuel D. Mce- 
Comb; Federal, Hendon Chubb; Insur- 
ance Co. of North America, Henry H. 
Reed; National Union Fire, Albert UIl- 
mann, 

Other managers and their terms of 
office are as follows: 

Term expires in 1942: Hartford Fire, 
Richard M. Bissell; North River, Harry 
E. Manee; Queen, Frank B. Zeller; St. 
Paul, William H. McGee; Universal, 
John T. Byrne. 

Term expires in 1943: Aetna Fire, 
Martin W. Morron; American Central, 
William Betteridge; Atlantic Mutual, 
William D. Winter; Fireman’s Fund, 
FF. B. McBride; Home, J. W. Morrow. 





Directors Re-elected by 
United States Salvage Ass’n 


Stockholders of the United States 
Salvage Association, at their annual 
meeting last month, re-elected the fol- 
lowing directors for three years: Hendon 
Chubb, John S. Gilbertson, W. Bradford 
Harwood, Samuel D. McComb and Wil- 
liam H. McGee. All were re-elections 
except that of Mr. Gilbertson. 

Hold-over members of the board are 
(terms expiring in 1942): J. Whitney 
Baker, John T. Byrne, William R. 
Hedge, Harry E. Manee, William J. 
Roberts. Terms expiring in 1943: John 
G. Keegan, Fred Maccabe, Frederick B. 
McBride, Henry H. Reed, William D. 
Winter, Frank B. Zeller. 





Steamship Line Winner 
In S.S. Northern Action 


An action by the Insurance Co. of 
North America to recover $48,370 from 
Colonial Steamships, Ltd., on a bill of 


lading made by the defendant to the. 


Bank of Nova Scotia, Montreal, as con- 
signee, and subsequently endorsed by 
the Reliance Grain Co. Ltd. 
missed with costs by Mr. Justice Bar- 
low, judge in Admiralty, at Osgoode 
Hall in Toronto on March 21. His 
lordship allowed the defendant’s count- 
erclaim of $4,059 with costs. 

The action arose out of the mysterious 
sinking of the steamship Northton with 
a cargo of 116,300 bushels of grain at 
her moorings beside another boat. 


was dis-’ 
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Many States Approve 
Defense Risk Rate 


EXPENSES CUT 


ACQUISITION, 





Stock Cos. Fight for Fair Share of Large 
Comp. and Liability Business; 
Leslie Justifies Action 





Accelerating the pace, stock casualty 
companies this week were successful in 
obtaining the approval of several more 
state insurance departments to the rate 
reduction of 20% for workmen’s com- 
pensation and employers’ liability, filed 
on their behalf by the National Council 
on Compensation Insurance for defense 
construction projects. As the week 
closes it is estimated that nearly twenty 
state departments or ratiny bureaus in 
rate regulated states have approved this 
special filing, with only one registering 
disapproval. That was in Missouri where 
Superintendent Ray B. Luess. tured 
down the 20% reduction on the grounds 
that “these specific proposals would 
inure only to the benefit of one class 
of purchasers of compensation insur- 
ance.” 

Latest filing to be made was in New 
Hampshire where the National Council 
filed on April 2 20% reduction for de- 
fense projects on behalf of stock com- 
panies only. Rate reductions are now 
pending in Texas where agents opposed 
the reduction; Florida, Kansas, Tennes- 
see, North Carolina, Pennsylvania and 
Delaware, which state usually follows the 
lead of Pennsylvania. 

Graded Reduction in Alabama 

Among the states approving the 
separate classification for defense pro- 
jects Alabama is the only one which set 
up the graded rate reduction plan sought 
by the stock carriers. Regular manual 
classifications and rates apply under this 
plan in determining the premium which, 
however, is then subject to discounts 
ranging from 4.2% to 21.3% (on pre- 
miums over $50,000). These discounts 
are based upon corresponding reductions 
in allowances for acquisition and general 
administration expenses. Production 
cost range is 17.5% on the first $1,000 
of premium down to 2.5 on over $50,000 
of premiums. Administration and audit- 
ing expenses range from 9.5% on the 
first $1,000 of premiums down to 4.0% 
on premiums over $50,000. A program 
of this character is scheduled for intro- 
duction in New York State on July 1. 

Other states in approving the reduc- 
tion have stipulated that the filing should 
cover a specific defense construction pro- 
ject. Stock companies have asked for 
and received 20% off the manual; non- 
stock carriers 10% reduction. 

In two states—New York and Georgia 
—the reduction is a flat 20%. 

To date the following states have ap- 
proved the reduction: Alabama, Colora- 
do, Indiana (carriers must show reduc- 
tion is justified), Kansas, Louisiana, 
Maine (covers specific defense project; 
no general filing), Maryland (same as 
Maine), Georgia, Indiana, Kentucky, 
New Mexico, Oklahoma, South Carolina, 
New York, New Jersey, Virginia, Mich- 
igan. 

There has been a lot of talk in cas- 
ualty circles as to underlying reasons 
which precipitated the action taken. 
Producers are worried for fear the 20% 
reduction, which now applies only to 
defense projects, may become general 
after the emergency is over. Stock 
company executives say frankly that 
competition with the non-stocks forced 
the action, pointing out that the require- 
ments imposed by the War Department, 
coupled with the present system of ap- 
proved compensation rates, placed them 

(Continued on Page 37) 


N. Y. Page-Anderson Bill 


Passes in Both Houses 


Albany, N. Y., April 3.—On rapid roll 
call without a dissenting vote in either 
house, the New York General Assembly 
passed the Page-Anderson Automobile 
Liability bill last night and the measure 
has now gone to Governor Herbert H. 
Lehman. 

Strongly backed by the Bar Associa- 
tion, boards of trade and other organi- 
zations, the bill had the active support 
The 
New York Department favored compul- 
sory automobile liability legislation but 
in his annual report, Superintendent 
Louis H. Pink said the Department 
would accept an improved responsibility 
act. Under the old law, automobile lia- 
bility insurance is required only if a 
judgment against a driver remains un- 
satisfied. Under the Page-Anderson bill, 
insurance must be taken out regardless 
of satisfaction of a judgment if injury 
or damage is done. 

On Monday the bill, carrying an 
amendment stipulating that expenses of 
administering the law would be paid by 
the insurers, was reported out of com- 
mittee in the Assembly. By Wednesday 


of the casualty insurance business. 


the bill was out on calendar in both 
Assembly and Senate. 
Fashioned after the successful New 


Hampshire act, the Page-Anderson bill 
has had the support of fourteen organi- 
zations—insurance, civic and the state 
bar—and is regarded as the answer to 
the compulsory insurance demand. 


Senate Bill to Modify 
Miller Act Bond Edict 


NOW GOES TO SENATE FLOOR 





Sheppard Bill Would Leave Defense 
Contract Bonds to War Secretary’s 
Discretion 


The Senate Military Affairs Commit- 
tee has approved legislation which would 
dispense with the requirements of the 
Miller Act of 1934, under which per- 
formance and payment bonds in con- 
nection with the manufacture of muni- 
tions, aircraft and other supplies for 
government service are mandatory. It 
now goes to the Senate floor. 

Under the measure now under con- 
sideration, securing such bonds would be 
left to the discretion of the Secretary of 
War. It has the support of the War 
Department which claims that under the 
mandatory requirements of the Miller 
Act several large aircraft contracts have 
been delayed for three or four months 
because of inability or refusal of the 
surety companies to furnish the required 
bonds. 

A proposed amendment under which 
bond requirements could be waived only 
if it were found impossible to obtain 
the bonds, appeared unlikely to come 
out of the committee. 


Senator Sheppard’s Bill 


The present bill, introduced by Sena- 
tor Morris Sheppard of Texas, is titled 
an act to expedite national defense by 
clarifying the Miller Act as to the re- 
quirement of mandatory performance 
and payment bonds in connection with 
supply contracts. It follows: 


That the act of August 24, 1935 (Miller Act), 
shall not apply to any contract for the manu- 
facturing, producing, furnishing, construction, 
alteration, repair, processing, or assembling of 
aircraft, munitions, material or supplies of any 
kind or nature for the army, regardless of the 
terms of such contract as to payment or title: 
PROVIDED, that as to contracts of a nature 
which, at the date of the passage of this act, 
would have been subject to the act of August 
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24, 1935, the Secretary of War may require 
formance and payment bonds as provided by 
said act. : 
While the War Department is pushin 
legislation to place requirements fos 
bonds on a discretionary basis, it js Said 
that the Navy Department favors man. 
datory labor and material bonds on sup- 
ply contracts, having discovered that 
with the number of contractors to whom 
these orders are let, such bonds are 
necessary to the defense program. 





Guy L. Stevick Honored 





Northern California Surety Ass’n Dines 
F. & D. Vice-President on 
His 76th Birthday 
Guy LeRoy Stevick, vice-president 
Fidelity & Deposit, on the Pacific Coast 
one of the outstanding leaders in the 
bonding field, cclebrated his 76th birth- 
day recently and on the eve of his birth. 
day seventy of his friends staged a party 





GUY LEROY STEVICK 


in his honor. The affair, sponsored by 
the Surety Underwriters Association of 
Northern California, was held at San 
Francisco’s Bohemian Club. Edward C. 
Porter, U. S. F. & G. vice-president, was 
toastmaster. 

Attendance of most of the leaders in 
northern California’s insurance fratern- 
ity made this tribute to Mr. Stevick 
a significant occasion—a spontaneous 
expression of their respect and affec- 
tion for him. Post prandial features 
were opened by E. W. Swingley, Ocean 
and Columbia, who heads the associa- 
tion, and who introduced Mr. Porter 
as toastmaster. Then Samuel L. Car- 
penter, Jr., ex-insurance commissioner 
of California, who now heads Board of 
Fire Underwriters of the Pacific, vied 
with Joseph Crider, Los Angeles at- 
torney, for the signal honor of having 
been Mr. Stevick’s first office boy. 

Joy Lichtenstein, vice-president, Hart- 
ford Fire companies, paid tribute to Mr. 
Stevick for his origination of the joint 
venture plan of contractors which 
started with the Six Companies for 
Boulder Dam construction. A welcome 
guest was R. H. Towner, board chait- 
man, Towner Rating Bureau, who came 
from his home in Reno, Nev., to felici- 
tate Mr. Stevick. The honored guest, 
in fine fettle, enjoyed the evening 
thoroughly. Best human interest angles 
were the ceremony of bringing in 4 
lighted birthday cake and the telephone 
message which Mr. Stevick received at 
9 p.m. from Leland Cutler, F. & D. 
vice-president, who phoned his congratu- 
lations from Washington, D. C. 


S. F. WITHE ON PROGRAM 

Stanley F. Withe, publicity managef, 
Aetna Casualty & Surety is on the mid- 
year meeting program of the NAIA at 
Oakland, April 21-24. He will present a 
novel sales demonstration titled: “Say 
It in English,” recently developed by the 
Aetna Companies. 
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Davis Talks in Detroit 
On Association’s Work 


pLACE IN DEFENSE PROGRAM 





Detroit, Across the River From 
= ‘Genes, Is Very Close 
to War 


Roy L. Davis, manager at Chicago for 
Association of Casualty & Surety 
Executives, spoke on the work of in- 
surance in the defense effort toa ball- 
room packed with members of the De- 
troit Association of Insurance Agents 
and their guests at Detroit, March 25. 
He told how the executives association 
works with agents’ groups, and police 
and other law entorcement authorities 
in carrving on its accident and_ fraud 
prevention activities. Mr. Davis further 
emphasized : ’ 
“Detroit, across the river from ¢ anada, 
is very close to the war. While indus- 
trial plants are girding themselves for 
defense, the insurance business is called 
on to play an important role. With 
sixty-three large insurance compantes 
hack of us, we have established within 
our own association what we call the 
(nme Prevention Division.’ It helps 
track down highly organized mobs of 
fake accident specialists that have be- 
come more common with the increas- 
ing tempo of industry. 
Collection of Parasites 

“The insurance business is beset with 
a strange collection of unlawful para- 
sites. Through our Claims, Bureau we 
help uncover ambulance chasers, fake 
accident rings, and a variety of other 
public enemies who increase the cost 
of insurance policies. This bureau is 
staffed with ace investigators who have 
won their laurels in the public service. 
“We have come to realize that conser- 
vation of life is more of a duty than 
selling the policy, so we established the 
Conservation Division. The conserva- 
tion of life and property are no longer 
mere sentiment. Our preventive work 
is just as vital as what is done after a 
loss occurs. Safety education is esti- 
mated to have saved the lives of 70,000 
children. More than 150,000 of our text 
books, ‘Man and the Motor Car,’ have 
been placed in over 4,000 high schools. 
“The Detroit Association of Insurance 
Agents is one of the twenty-one organi- 
zations that is carrying the safety adver- 
tising message to the public. In twenty- 
four states and the District of Columbia, 
the insurance companies are now helping 
fight the battle against the rising tide of 
death and destruction that is resulting 
from careless driving and walking.” 


F. & C. MOVE IN NEWARK 


the 





America Fore Company Going Into Ray- 
mond-Commerce Building May 1; 
Insurance Center of That City 

_ The Fidelity & Casualty of the Amer- 
ita Fore Group has just leased space in 
Raymond - Commerce Building, Newark, 
N, J, to house its claims, agency and 
legal departments in that city which are 
now located in the 60 Park Place Build- 
ing. The F. & C. will move to Raymond- 
rommerce on May 1, where slightly 
larger space will be occupied and in 
improved location. 

This move adds another big company 
‘0 the list of insurance tenants in the 
Raymond - Commerce Building which is 
regarded by many as the Insurance 
Center of Newark. 





LENG TALKS ON BELGIUM 


Ocean Accident Official Here in U. S. 
Tells Pittsburgh Club of German 
Invasion Experiences 

Wilfred Leng, assistant world man- 

‘er of the Ocean Accident, spoke at a 

pecial meeting of the Insurance Club of 

‘ittsburgh, March 31. Mr. Leng, who 

On lor many years manager for the 

Pop in Belgium, described events at 

_¢ time of the German invasion. Ap- 

yy ximately 150 attended. Frank Meisel, 

‘orth British Group, president of the 

cub, presided. 





SEC HAS CONTINENTAL PLAN 


Chairman Behrens Hopes for Early Se (3e Hildreth Holds Lead in 


Permission to Issue Proposed 
New Stock 

H. A. Behrens, board chairman of the 
Continental Casualty, has notified policy- 
holders that a_ registration statement 
and prospectus descriptive of the com- 
pany’s proposed 100,000 new shares of 
capital stock have been filed with the 
Securities and Exchange Commission. 
He expresses the hope that the regis- 
tration statement may become effective 
early this month. 

As outlined in The Eastern Under- 
writer of March 21, the proposed plan 
is to increase the capital stock of the 
company by $500,0C0 to $2,500.000 through 
issuance of the new shares at a par 
value of $5. In the event that the offer- 
ing is made, the new shares are to be 
offered to stockholders of record on 
April 2, at $25 a share in the ratio of 
one new share to each four shares held. 
The underwriter vould absorb all stock 


not so purchased; otherwise it is the 
company’s present intention to refund 
the subscription monies and void the 
plan. 


Mr. Behrens’ letter is for information 
only and is not to be construed as an 
offering of the proposed capital stock 
as such offering may be legally made 
only by the prospectus and only after 
the registration statement shall have 
been made effective. 


Awards for Truck Drivers 
Given by Cont’! Casualty 


Because they had no accidents in the 
past year forty-five truck drivers of the 
St. Paul Terminal Warehouse Co., St. 
Paul, Minn., have received safety awards 
from the Continental Casualty Co., Chi- 
cago.. The presentations were made by 
M. E. Ferrari, supervising fleet engi- 
neer of that company. 








Travelers Accident Ins. Drive 


Samuel G. Hildreth, agent of the 
Travelers in Worcester, Mass., is now 
leading approximately 3,000 agents in 
the company’s current campaign for new 
accident insurance now in its eighth 


week. Mr. Hildreth, a prolific producer 


ager and assistant manager of the hotel 
rushed to his side to help him to his 
feet. ‘That shows how easily accidents 
happen,’ said Sam. He lost no time in 
convincing the Bancroft’s officials of the 
value of protection and sold them both 





Left to right: Russell E. Fletcher, Sam Hildreth, Maurice T. Lawlor, Rice 
T. Pendleton 


in all of his four years with the Trav- 
elers, has reached a high point of pro- 
duction this year and is overlooking no 
bets in maintaining his lead in this spe- 
cial campaign. For a good example of 
his sales ingenuity read the following 
dispatch from Worcester: 

“Samuel G. Hildreth, agent of the 
Travelers, today fell down a stairway 
in the Hotel Bancroft here. The man- 


accident policies, plus an extra one for 
the manager’s son.” 

In the above picture Mr. Hildreth is 
shown at lunch with his clients, reading 
left to right as follows: Assistant Man- 
ager Russell E. Fletcher of the Ban- 
croft, Sam Hildreth, Manager Maurice 
T. Lawlor of the Bancroft, Rice T. Pen- 
dleton, Travelers life and accident man- 
ager at Worcester. 





Medical Jurisprudence Class of 
Insurance Society of New York 


Dr. S. M. Lindenbaum was chairman 
of the two years’ course in Medical 
Jurisprudence which was conducted by 
the Insurance Society of New York in 
the board room of the National Board 


MeO 





be covered by the speaker, and also he 
gave several lectures himself. 

After the course had been going for 
some time there were some prospective 
students who wished to enter the second 





Dr. Lindenbaum’s Students View Human Skeleton 


of Fire Underwriters at 85 John Street, 
New York. For some time he has been 
an analyst of workmen’s compensation 
and has a number of insurance compa- 
nies as clients. His son, Leonard, is a 
lawyer. Their offices are at 135 Wil- 
liam Street, New York. The student 
body of these classes was made up of 
casualty and life company claim execu- 
tives, their legal staffs, adjusters and 
investigators. Dr. Lindenbaum gathered 
the medical and legal authorities who 
lectured. Before each lecture he com- 


municated with each speaker and out- 
lined in general terms the material to 


half. These requests were granted in 
only a few instances and only where the 
student was able to show sufficient ex- 
perience and background to indicate he 
would profit by the work. 

Some of the special equipment used 
in the classes were these: A human 
skeleton which can be taken apart and 
passed around among the students for 
inspection; a set of Frohse-Brodel ana- 
tomical charts; two shadow boxes for 
the display and inspection of X-ray 
films; a projector used to throw images 
from glass slides upon a large 7 ft. by 
7 ft. screen. 


Defense Risks 


(Continued from Page 36) 


in an intolerable situation. Chief bone 
of contention is that the War Depart- 
ment in evaluating contractors’ bids on 
defense projects, gives the mutuals 
: a ar Ane = 
credit for “anticipated” dividends if sup- 
ported by a ten year past record. 

The situation was well summed up by 
William Leslie, general manager, Na- 
tional Bureau of C, & S. Underwriters, 
who says in a memorandum: 

“It is perfectly apparent to anyone that the 
stock companies, if permitted, can give sound 
protection and high quality service to defense 
project risks on just as economical a basis as 
can the mutuals. They can with perfect pro- 
priety reduce the acquisition allowance to a 
basis which will provide reasonable compensa- 
tion to the agent or broker, and which ct the 
same time will appeal to the Government as 
fair compensation to the producer for services 
rendered. They can likewise reduce the allow- 
ance for general administration expenses be- 
cause every investigation which has been made 
shows that such expenses do not increase pro- 
portionately with an increase in risk size. Ap- 
plication of ordinary common sense demonstrates 
the unreasonableness of the amounts which the 
present loadings produce for these expenses in 
connection with large risks. 

“The stock casualty companies cannot give 
the Government the benefit of these justified re- 
ductions in cost on these risks unless they can 
secure approval from the state authorities. 
Therefore the stock companies request permis- 
sion to discount the rates for compensation in- 
surance on defense contracts to reflect savings 
that can be effected in the acquisition and 
administration expense allowances on large risks 
This request is made for stock companies only. 
because the mutual companies are already in 
a position to make such savings available to 
the Government through the medium of divi- 
dends. Inasmuch as the Government permits 
‘anticipated’ dividends to be taken into account 
on competitive bidding, it is apparent that the 
granting of this request for stock companies only 
would merely place them on a fairly competitive 
basis with the mutuals. 

“There is ample justification for this treat- 
ment of defense contracts. Due to the national 
emergency, we have an unprecedented situatior 
which calls for complete cooperation with the 
Government in every possible way. The con 
struction projects involved are sufficiently unique 
to be treated entirely separately from other con 
struction operations contemplated by the manual. 
The projects are of very substantial size and 
the conditions under which they will be carried 
to completion differ from those normally pre- 
vailing. The work is performed on property 
owned or leased by the Government and is 
readily distinguishable from other ordinary con- 
struction operations.” 
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Allen Promotes Unification of 
The Stock Insurance Industry 


At the organization meeting of the 
Insurance Forum of the Downtown Ath- 
letic Association in New York recently 
Executive Vice-President E. M. Allen 
of the National Surety Corp. sounded 
the keynote of the enterprise which is 
unification of the capital stock insurance 
industry. Mr. Allen spoke extemporane- 
ously on the subject “What’s Wrong 
With Insurance?” 

A keen business analyst, Mr. Allen 
is not a man to ask a question without 
supplying the answer. His piercing in- 
sight into the situation insurance faces 
in connection with the national defense 
program is evidenced in his reference 
to the Office of Production Management 
in Washington and how it should be 
given the opportunity to realize just how 
insurance can go in an en- 
industrial 


far stock 
deavor to aid it in expediting 
production. Mr. Allen has reduced to 
writing his thoughts along this line as 
follows: 

No Unified Leadership 


“The serious handicap of our 
present system is the fact that capital 
stock fire, casualty and surety compa- 
nies, together with their agents, have 
provided no method of unified leader- 
ship. No serious attempt has been made 
to establish such leadership. In other 
words, no one in Washington nor any- 


where else can speak with authority as 


most 


a representative of the capital stock in- 
surance industry. We have a great many 
independent units which do well enough 
in times of peace but which are not 
geared up to represent capital stock in- 
surance as it should be represented in 
times of war. 

“On the fire side we have the National 
Board of Fire Underwriters and the In- 
surance Executives Association, both en- 
ergetically and capably managed. From 
the fire rating standpoint we have vari- 
ous underwriting subdivisions scattered 
around the country. From the stand- 
point of casualty and surety we have 
the Association of Casualty & Surety 
Executives and the National Bureau of 
Casualty & Surety Underwriters, again 
capably and energetically managed. We 
also have the Surety Association of 
America and the Towner Rating Bu- 
reau, similarly efficient. We have in 
addition the non-bureau casualty and 
surety companies operating on their own. 


Producers’ Organizations 


“From the agents’ standpoint we have 
the National Association of Insurance 
Agents which is doing a good job for 
the agents but which again confines its 
activities largely to agency affairs. In 
New York we have four or five brokers’ 
associations—all working for the benefit 
of the broker but not particularly co- 
operative with the agents’ associations 
nor working on a common basis with 
company organizations. 

“The industry of capital stock insur- 
ance does not present to the government 
nor to the world a united front. Our 
non-stock brethren—fire, casualty and 
surety, direct writing and commission 
paying—have a very mobile and efficient 
single organization to which they all 
belong. Whether we like it or not, they 
have put themselves in a much stronger 
position in the public eye than have 
the stock companies, which at the mo- 
ment write the great bulk of the busi- 
ness. 

“The net result of our situation is that 
a public relations program in behalf of 
the stock insurance industry has been 





E. M. ALLEN 


conspicuous by its absence. A_ public 
relations program that would keep our 
best customer, the government, fully in- 
formed of the problems, the aims and 
the purposes of our industry would do 
wonders. Such a program would antici- 
pate in advance a plan of operation 
which undoubtedly could meet the re- 
quirements and the needs of our govern- 
ment under war-time pressure. 
Unwieldy and Scattered 

“There is no question in anyone’s 
mind that our separate groups are tre- 
mendously interested in cooperating for 
the good of the business as a whole. 
The trouble is we are too unwieldy and 
too scattered to act effectively. 

“It is not unreasonable to hope that 
even now a joint plan of operation can 
be agreed upon which will serve all the 
varied interests of our industry. Agents 
and companies have willingly contribut- 
ed even recently to the needs of the 
war defense program. How much bet- 
ter it would be if the government could 
turn to a single individual or a central 
committee vested with authority to speak 
definitely and finally for the industry of 
stock insurance. It is not a far-fetched 
idea but one that can and should be 
worked out by men of vision and under- 
standing in a position to guide the des- 
tinies of our industry. 

“Only a few days ago a man in our 
business said to me: ‘The trouble with 
industry is the fact that so many Lilli- 
putians are occupying the seats of the 
mighty.’ Strange but true—Lilliputians 
whose selfish, egotistical, warped little 
minds can visualize neither the needs of 
the present nor the requirements of the 
future. 

_ “Insurance today is one of the major 
industries of the United States. Unity 


of purpose and concert of action not 
only would provide for current customer 
needs and future requirements but would 
equip us with an aggressive, offensive 
weapon that could wipe out and elimi- 
nate the discriminations and outrageous 
differentials in the insurance business 
that have no place in the American 
scheme of capital stock enterprise. 


Need Strong Leadership 

“Believe it or not, in every branch of 
business capital stock enterprise, includ- 
ing insurance, has made our country out- 
standing among the nations of the world. 
The lumbering giant of capital stock en- 
terprise has become complacent, self- 
satisfied, and fat around the middle. We 
need strong leadership, otherwise we 
blind ourselves to the inescapable hand- 
writing on the wall. 

“Try and find in this country today 
the single, powerful voice of capital stock 
enterprise! It is as feeble and futile as 
the voice of capital stock insurance. Pri- 
vate capital today, the security of our 
glorious past, and the only worth-while 
guarantee of our country’s future, is in 
tax exempt bonds and over-swollen bank 
accounts. Private enterprise today needs 
leadership and courage just as capital 
stock insurance needs leadership and 
courage. The wishful thinking of Lilli- 
putians, however, in any branch of busi- 
ness will not supply the answer. 

“Locally the Insurance Section of the 
New York Board of Trade has done an 
outstanding piece of public relations 
work through the sympathetic under- 
standing and appreciation of insurance 
difficulties on the part of the general 
Board of Trade membership. This work 
will be continued in New York City 
and throughout the state and is only a 
single demonstration of what can be 
done along cooperative lines once thie 
idea takes root. 

“So far as our nation-wide situation is 
concerned, we of the insurance industry 
must not accept as final the dictates of 
Lilliputians of brief authority, many of 
whom do not know what it is all about. 
Presumably we know our business. Un- 
questionably we are responsible for its 
future. We may follow the line of least 
resistance and fail, or we may establish 
a united front and win on the issue that 
stock company enterprise, business for 
profit, built the foundation upon which 
our country stands and that the truly 
American method of business must be 
preserved. 

“The business men composing the Of- 
fice of Production Management in Wash- 
ington certainly are willing to listen to 
and can appreciate a business problem. 
We must assume they have no desire to 
criticize without reason but they should 
be given the opportunity of realizing just 
how far stock insurance can go in an 
endeavor to aid their problem of expe- 
diting production. What we must now 
provide is the type of real leadership 
that will put our story across and de- 
fend our industry from unjustified attack. 

“It is something for us all to think 
about now. It may not be easy of ac- 
complishment. It can be done.” 
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OPPOSES COMPULSORY Law 





Michigan Association’s Automobile Stud 

Committee Favors Legislation Like ’ 

New Hampshire’s 

The highlight of the mid-year meet 
of the Michigan Association of hae 
ance Agents at Lansing recently = 
the report of the automobile study ¢ x 
mittee which condemned compulsory : 
tomobile liability insurance and recom, 
mended adoption of a financial respo : 
sibility law similar to that of New 
Hampshire. “il 

The possibility of legislative action at 
the present session to supplant the Pres- 
ent Michigan safety responsibility Jay 
with compulsory legislation led to an- 
pointment of the committee, of which 
Alfred J. Dreifus, Woodward agenc 
Detroit, is chairman, to make an nig 
partial investigation. The complete re- 
port delivered at the convention by My 
Dreifus is to be printed in pamphlet 
form and distributed to the membershj 
and to state legislators. Several i 
bers of the Michigan association are in 
the legislature. 

The committee’s investigation led to 
the conclusion that the Massachusetts 
compulsory law has fallen short jn 
achieving its objectives in that it has 
increased litigation, raised insurance 
rates; that it does not cover Property 
damage; does not cover accidents other 
than on the public highways. Further. 
more, that there is evidence of bootleg. 
ging of license plates from other states 
and that it has brought abnormal in- 
crease of accidents involving non-Massa- 
chusetts cars. 


TO STUDY O. D. LAW IN MINN. 


House Bill 641 Seeking Unlimited Sched- 
ule of Diseases Sidetracked; Fund 
Bill Reported Out 

Status of Minnesota compensation law 
as regards occupational diseases will re- 
main unchanged for another two years 
at least. This was made certain when 
the House compensation insurance com- 
mittee decided to ask for an_ interim 
committee to study the matter and re- 
port back at the 1943 session. The com- 
mittee thus disposed of HF 641 which 
proposed to broaden the occupational 
disease schedule to include about every- 
thing. Sponsored by labor, it faced bit- 
ter opposition from employers. 

The House committee reported out 
HF 748 which would authorize the in- 
dustrial commission to pay from a spe- 
cial fund compensation benefits to totally 
disabled persons who have been paid 
the legal limit of compensation and are 
still disabled. The commission reported 
that it now has on hand about $55,000 
in such a fund, accumulated from death 
payments where there were no depend- 
ents. 








C. C. Bowen Campaign Draws 


Enthusiastic Response 


The field force of the Standard Acc- 
dent is cooperating with enthusiasm in 
the company’s Charles Bowen Honorary 
Campaign, according to Ralph H. Platts, 
vice-president, who has issued a pam- 
phlet quoting the campaign slogan: 
“The finest tributes are paid not with 
words but with deeds.” 

The campaign was inaugurated on 
February 1 in honor of President C. C. 
Bowen and will be continued through- 
out the year. Quotas have been set 
for each office and trophies will be 
awarded. 


CLAIMS MANAGER AT L. A. 

C. A. Thompson has been appointed 
manager of the Southern California 
claims division of the Maryland Cas- 
ualty, with headquarters in Los Angeles. 
Mr. Thompson joined the Maryland 0 
San Francisco in 1925 and in 1929 be 
came manager of the San Diego division. 
He is a graduate of the University 0 
British Columbia, and is admitted t 
practice law in British Columbia and 
California. 

Arthur B. Peltzer of the Fresno sub 
office will succeed Mr. Thompson 
San Diego. 
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Dishonesty Insurance—A Line Sadly 
Neglected by Agents and Brokers 


By Nicolaus Lewsen, 


Supervisor, Fidelity Division, United States F. & G., 
New York City 


The average agent or broker doing a 
general line of business is spending most 
a his time in producing fire and cas- 
ualty lines. Regretfully he is neglecting 
surety and fidelity bonds, two lines which 
are deserving of careful attention. To 
be true, the producer is limited in the 
production of contract and court bonds 


to the occasion when they are required. 
But the production of fidelity bonds, 
known as dishonesty insurance, is un- 
limited. It has a wide-open field. 

Clients buy fire and casualty insur- 
ance because their losses are visible. 
The producer talks fire insurance for the 
same reason. A compelling sales argu- 
ment is created when the fire apparatus 
answers a mid-night alarm at the home 
of a client or a neighbor. Next day 
the alert producer is (or should be) on 
the job making calls on his clients, mak- 
ing new prospects in the neighborhood 
of the fire. He should feature the 
burned building as the chief argument 
in closing his sales. Next night the 
producer, who has done a good job, 
will sleep soundly, and many _ nights 
thereafter. He has peace of mind—so 
have his clients—no more fire alarms. 

Guilty Employe’s Nightmare 

He is not awakened by the night- 
mares of some employes of his clients 
who toss and turn in their beds because 
in their subconscious minds they are 
wondering when that auditor will be 
around again, or how they can replace 
that five “grand.” Uppermost in the 
guilty mind of such an employe, asleep 
or awake, are thoughts like these: “I 
need more, much more money this week. 
How I hope the boss will get sick, or 
he will go to Florida for a few weeks.” 

As a matter of fact, the writer hap- 
pens to know of a recent case where 
the boss did go to Florida and where his 
ofice was pilfered during his absence 
of $5,000. All absconders are confident 
that they can “make good” before the 
auditor arrives. They usually believe 
that the latest market tip cannot fail 
and that they will make big money. 

If mental telepathy were as effective 
as the fire alarm the absconder’s guilt 
would ring so loudly in the producer’s 
ears during the night that he would find 
sleep impossible; would sharpen his 
pencil and put down on paper a long list 
of fidelity prospects. Next day he would 
make many calls and talk as enthusias- 
tically as I do when I call on the clients 
of agents or brokers doing business with 
my office. There is no need to use 
high pressure salesmanship in selling 
fidelity bonds. If prospects only knew 
ow many losses occur daily they would 
not be without dishonesty insurance for 
a single minute, 

Small Businesses Need It 

Most big business houses cover all 
their employes from the president down 
the line to the office boy. But smaller 
businesses, and there are hundreds of 
thousands of them in the U. S. A., have 
een sadly neglected in my _ opinion. 
sunt it more important for the small 
business man, employing two or more 
so-called white collar employes, to have 

© protection? Any concern having 
nO more than five “A” employes may 
how have a $2,500 blanket position bond 
Covering all employes at an annual pre- 





mium of $63. That’s something to make 
the prospect sit up and take notice. 

The producer must remember that 
fidelity coverage is no longer a side 
line. Premiums are now up to $50,000,- 
000, an impressive record, but the peak 
is a long way from being reached. I 
anticipate at least $200,000,000 in pre- 
miums to be written annually in the 
near future. And why not? 

A Recently Closed Sale 

Whenever I fail to interest an em- 

ployer in bonding his employes, I feel 


sorry for him. Two months ago I 
failed to close the sale of a blanket 
bond. The prospect, one of the best 


clients (not the largest) of one of our 
leading agents, was interested. The 
agent not wishing to be too persistent 
asked me to write the client a letter 
outlining the bond. I did so, but the 
client did not take advantage of the 
offer in time. Recently the agent phoned 
me to once more approach the client 
who had expressed the desire to get 
further information regarding the insur- 
ance. I was greeted by the client say- 
ing: “Oh, you’re that bond man from 
the U. S. F. & G. I wish I had taken 
your advice. One of my most trusted 
employes has gotten away with over 
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$3,000. If you had not written me that 
letter I certainly would have had reason 
to find fault with my agent for not in- 
sisting that I secure the coverage. In 
fact, I still think he should have done 
so. You can write me up now, but 
please do not mention to anyone about 
this loss.” 

Most fidelity business is written by 
the average agent or broker at the 
request of a client after he has had a 
loss. No one knows the percentage of 
dishonest people. Some years ago dur- 
ing a luncheon address at a Rotary Club, 
I made the statement that 99% of the 
people are potential crooks. Some news- 
papers printed the statement on the 
front page as a news item; others said 
editorially that I had made a rash state- 
ment. The late Arthur Brisbane de- 
voted his entire column “Today” to the 
address, heading it with “Mr. Lewsen’s 
Statement Is Wrong. He should have 
said 100%.” In the usual Brisbane style 
he pointed out the conditions under 
which every man or woman can be 
tempted at a price. 

What Lie Detector Revealed 

An article entitled “The Lie Detector 
Goes into Business,” by F. P. McEvoy 
on page 69 of the Readers Digest, 
February, 1941, condensed from Forbes 

(Continued on Page 40) 
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HOWE’S GROUP TO CONFER 





Graduated Expense Committee of N. A. 
I. A. Will Receive State Delega- 
tions at Oakland Convention 

Ralph W. Howe, Richmond, Va., chair- 
man of the recently appointed committee 
on graduated expenses and commissions 
for the National Association of Insur- 
ance Agents, has that his 
committee will be pleased to make ap- 
pointments with any state delegations 
who wish to express their views on the 
subject at the forthcoming Oakland con- 
vention, April 21-24. 

Mr. Howe’s committee was created in 
February to confer with a similar com- 
pany committee. Mr. Howe that 
his committee wants to obtain as com- 
plete a picture of agency thought on 
this question as is possible. Accordingly 
the committee will go into session on 
Monday afternoon, April 21. Conference 
will be held by appointment only and 
the committee will extend the confer- 
ences into a night session if need be in 
order to accommodate all those who wish 
to confer with it. 

In view of insurance activities in con- 
nection with the defense program, this 
committee is regarded as being of ex- 
treme importance. Serving with Mr. 
Howe, who is vice-president of the Dav- 
enport Insurance Corp., Richmond, is 
the following able personnel: 

Herbert Stewart, Chicago, vice- 
chairman; George W. Carter, Detroit; 
William T. Ashby, Newark; McAlister 
Carson, Charlotte, N. C.; Will S. Keese, 
Jr., Chattanooga, and G. C. Purifoy, 
Camden, Ark. 
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PAGE HARTFORD AD 





Leading Agents Advise Public to Buy 
Automobile Insurance; Ad Signed 
By Eighteen Offices 
Hartford insurance agents on March 
28 printed in the Hartford Courant a 
page advertisement, under the caption, 
“You Wouldn’t Drive a Car Without an 
Operator’s License. You Shouldn't 
Drive Without Adequate Insurance.” 
One paragraph read: “Connecticut law 
requires that you renew your operator’s 
license during the coming month. But a 
far more important law—the law of self- 
preservation and self protection—dic- 
tates that you carry adequate automobile 
liability insurance. It is of vital con- 
cern to you and your family that you 
maintain the protection that only insur- 
ance provides. Don’t let the threat of 
financial tragedy continually hang over 
your head—over the heads of your loved 
ones—every time you start out in your 
car. When you leave your home, leave 
your family with the assurance that 
you’ve given them complete protection. 
For it is far better economy to pay the 
small premiums required for liability 
coverage than to face financial ruin as 

the result of one accident.” 
Agents signing the advertisement were 
these: 


Allen, Russell & Allen, R. C. Knox & Co., 
E. F. Small & Co., J. Watson Baech, Inc., Wil- 
liam W. Malcolm, Tuller-Wiley Agency, Harvey 
B. Brainerd, Inc., Everett T. McKinney Agen- 
cy, Arthur A. Watson & Co. 

J. Conklin & Co., M. J. Neiditz & 
Fred L. Way Agency, George B. 


Fisher Co., Wm. J. Noel Agency, Inc., Fred H. 
Williams & Co., Francis Goodwin & Co., Wm. 
R. Penrose & Co., Alton E. Woodford, Inc. 
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Indemnity can take 
care of your 


UNUSUAL RISKS 


No matter how unusual your 
clients’ needs may be, Indem- 
nity is always ready to discuss 
them with you, and, if the risk 
is within the bounds of sound 
underwriting, will arrange to 
provide the proper coverage. 
Indemnity has had years of 
experience in unusual risks. 
To this experience is added 
Indemnity’s world-wide facili- 
ties, in providing you an op- 
portunity to offer your clients 
outstanding service. See In- 
demnity for all types of gen- 
eral liability or contract to 


cover all business needs. 


Casualty 
Fidelity 
Surety 








CAPITAL $2,500,000 
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Aetna Agents View 
Officers in Action 


CASUALTY SALES MEETINGS 





Talking Motion Pictures of President 
Brainard and Other Executives 
Shown in Color 





Agents of the Aetna Life Affiliated 
Companies attending the casualty annual 
sales meetings now being held in thirty- 
five cities throughout the country are 
enjoying the unusual experience of hav- 
ing introduced to them the heads of 
practically all the home office depart- 
ments led by President Morgan B. 
Brainard. While obviously all of these 
officials could not leave their duties in 
Hartford at one time to make appear- 
ances at these field meetings, a solution 
was found in the production of a talk- 
ing motion picture in full color, which 
will be shown at each gathering. 

Entitled “Welcome Aetna-izers,” the 
picture opens with a series of panoramic 
color shot of the Aetna home office 
building, following which President 
3rainard, seated at his desk, extends 
his greetings and best wishes to the 
field gatherings. 

“Making More Money With Aetna” 

After a similar greeting by Vice-Presi- 
dent C. B. Morcom, in charge of the 
casualty department, Vice-President C. 
G. Hallowell of the agency department 
briefly outlines the aims behind this 
year’s sales theme, “Making more money 
with Aetna.” Further reference to this 
slogan is made by succeeding officials, 
who point out the ways in which their 
respective departments are prepared to 
assist Aetna agents in achieving their 
goal. In conclusion the picture contains 
a number of scenes showing the facili- 
ties maintained at the home office for 
carrying on the Aetna’s multiple line 
business. 

“Welcome Aetna-izers” was produced 
by Aetna’s publicity department, the 
various scenes being shot by its own 
motion picture unit. The picture re- 
quires approximately twenty minutes to 
show, and was completed in a little less 
than six weeks. 


New Offices in Oklahoma 
Opened by the Employers’ 


The Employers’ Liability Group has 
opened new offices in Oklahoma City 
under the supervision of Thomas M. 
Hart as resident manager. Headquar- 
ters are in Ramsey Tower Building. 

Mr. Hart came East after graduating 
from Notre Dame to take the Employ- 
ers’ Group training course in 1928. Early 
in 1929 he was transferred to the Gulf 
department of the Employers’ as a spe- 
cial agent, then went to the [Illinois 
department for a time, and was trans- 
ferred to Nebraska a few years ago. 

The Oklahoma department will be fully 
equipped with claim, auditing and engi- 
neering service as well as underwriting. 


, 





Nicolaus Lewsen 


(Continued from Page 39) 


Magazine. Mr. McEvoy quotes Mr. 
Keeler of the Keeler Palegraph, thus 
“After testing some 25,000 men and 


women over a period of years, Keeler 
concludes that most people are honest 
only because afraid of getting caught, 
and so should be checked regularly. 
And he makes this astounding state- 
ment: 65% of those who handle money 
take money. The percentage who take 
merchandise is even greater. 
The Uniform Crime Reports — pub- 
lished by the F. B. I. at Washington, 
C—reveal in the fourth quarterly 
bulletin for 1940 the following informa- 
tion: “Offenses known to Police: 18,697 
persons arrested for embezzlement in 
New York City alone.” 
Quotes J. Edgar Hoover 


J. Edgar Hoover, director of the 
F. B. I. says: “The embezzlers com- 
mitting these offenses are not persons 
who live in some far away country, but 
are residents of each and every com- 
munity and present a problem which 
must be solved by the law-abiding 
citizens of that community. I believe 
that all organizations of any kind or 
type, including insurance companies, 
which are able to emphasize the serious 
character of the crime problem, relating 
to such crimes as embezzlement, are 
performing a work of real benefit and 
service to the communities in which 
they function.” 

Impressive facts for every agent or 
broker are contained in the booklet 
“1001 Embezzlers,” published recently by 
the U. S. F. & G.. It has helped many 
to close dishonesty insurance sales. Here 
is an excerpt from this booklet which 
should be memorized: 

“Dishonesty, as old as humanity, is 
no more a phenomenon of the present times 
than are the other violations of the Ten Com- 
mandments, is the embezzler peculiar to 
any one city, climate, or business. He usually 
is not of the criminal type. In general, he 
has held a position of some trust and respon- 
sibility and has enjoyed a good reputation: 
The findings presented in the booklet are drawn 
from 1,001 case histories of embezzlers—em- 
ployed men and women who, after previously 
employer and under- 


being 


nor 


passing the scrutiny of 
writer, were bonded against dishonesty by this 
company. It that the judgment 
passed upon them by employer and underwriter 
had been wrong—proof that it is impossible to 
predict with certainty the future actions of any 


developed 


man. 

“Since our underwriters review in the course 
of a year the past of some 500,000 employes, 
and for more than forty years our adjusters 
have received daily upwards of 100 dishonesty 
claims, we may presume to speak, if not with 
authority, at least with experience.” 


Modern Blanket Coverage Today 


Most prospects when approached by a 
producer selling fidelity bonds, think of 
the old-fashioned narrow form where 
an employer has to jail his defaulting 
employe before he can collect a loss. 
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DECEMBER 3ist, 1940 
CAPITAL. . $2,000,000.00 
a ar a 4,926,437.24 
Voluntary Contingency Reserve. 500,000.00 
Reserve for Losses . se 4,594,168.33 
All Other Liabilities. . . . 2,999,879.26 
TOTAL ADMITTED ASSETS. 15,020,484.83 
NOTE: Securities carried at $355,312.50 in the 
above statement are deposited as required by law. 
CASUALTY °* FIDELITY * SURETY 
Re-Insurance 
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BOILER AND MACHINERY 
SPECIAL AGENT 


Large and well known casualty company } 

opening for boiler and machinery née ial 

agent in metropolitan New York and poe 
states. Reply to ert 


Box 1400 
The Eastern Underwriter 
94 Fulton Street, New York City 
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This is not the case today. The smaf. 
est business can secure the broad form 
baby commercial blanket bond or the 
broad form blanket position bond at 4 
nominal cost. 

Personally I specialize in the com. 
mercial blanket and _ blanket position 
bonds. Developing fidelity business for 
brokers (at the expense of the com. 
pany)—I sell about 98% blanket bonds 
as against about 2% individual or 
schedule fidelity insurance. The com. 
mercial blanket bond and the blanket 
position bond are popular forms with 
any industrial or commercial institution 
Either bond eliminates guess work as 
to which employe to bond and for what 
amounts, They insure against any loss 
of money or other personal property 
belonging to the insured or in which 
the insured has a pecuniary interest, of 
held by the insured as bailee, trustee 
or agent, and whether or not the in. 
sured is legally liable for the loss there. 
of, which the insured shall sustain 
through larceny, theft, embezzlement, 
forgery misappropriation, wrongful ab- 
straction, wilful misapplication or other 
fraudulent or dishonest act or acts com- 
mitted by any one or more of the em- 
ployes. 

The positive identification of the em- 
ployes is not required as to a condition 
precedent to recovery. 

Every institution, small or large, 
should secure the most up to date dis- 
honesty insurance because no matter 
how careful an employer is in the selec- 
tion of his employes, or how long they 
have been employed, the employer can- 
not be certain that one or more of his 
people will not turn out to be dishonest. 
Thus, the only positive assurance any 
business house can have to safeguard 
its cash and merchandise by adequate 
fidelity protection on all employes. 

I further believe that the careful in- 
vestigation made of every employe and 
the moral effect it has upon those con- 
templating a dishonest act is worth the 
cost of the insurance, let alone the 100% 
protection when the loss occurs. 





R. M. WILSON RETIRES 





Vice-President American Auto Leaves 
After Twenty-Five Years; Mc- 
Cullen Assumes Duties 
R. M. Wilson, vice-president in charge 
of claims at American Auto’s home 
office in St. Louis, has retired after 
twenty-five years’ service. His duties 
have been taken over by R. E. McCullen, 
superintendent of claims. Roy H. Fro- 
base and Jennings M. Adams have been 

made assistant superintendents. 

A native of St. Louis, Mr. Wilson 
attended the city’s preparatory schools 
and entered Washington University. He 
left at the end of his first year to 
volunteer in the First Missouri Infantry 
and served in the Spanish-American 
War, returning a first lieutenant. He 
then reentered the university and re- 
ceived his law degree in 1901. The fol- 
lowing year he was appointed a member 
of the Commission to the Five Civilized 
Tribes, more popularly known as the 
Dawes Commission. He served in the 
Indian territory in this capacity untl 
1904, at which time he returned to St 
Louis and entered the general practice 
of law. 

In February, 1916 he became associated 
with the American Auto as a claims at 
torney. In 1933 he was placed in charge 
of the claim department. In 1938 he 
was made an assistant vice-president 
and the following year was elected 4 
vice-president. 
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Boston Leads Cities 
In Fatality Record 


NEVADA FIRST IN STATES 





Statistics Show New York 
d Best in Large City Class; 
Utah Second State 


January 
Secon 





Boston, with a death rate of 9.4 per 
100,000 population, led the cities above 
<00,000 in January for low motor vehicle 
death rate, while among the states, 
Nevada leads in percentage reduction of 
fatalities with 50%. The Greater New 
York Safety Council has just released 
the statistics on the large cities and the 
Aetna Casualty & Surety has compiled 
the record by states for the first month 
of this year. ee 

Of the fourteen cities of 500,000 popu- 
lation and over, New York came second 
to Boston with 9.9 death for every 
100,000 population. Los Angeles had the 
highest fatality rate with 42.9. Following 
is the record of the other cities in the 


 aeshaingh, 10.7; St. Louis, 13.2; San 
Francisco, 13.2; Philadelphia, 14.9; De- 
troit, 16.2; Milwaukee, 16.3; Cleveland, 


19.2; Chicago, 19.8; Washington, 21; 
Baltimore, 24.9; Buffalo, 29.2. 

New York Fatalities Drop 
New York’s traffic fatalities also 


dropped sharply in February, the great- 
est improvement being in the nymber of 
pedestrians killed while crossing the 
street against a red light or in the 
middle of the block. 

Among the states, Nevada’s January 
reduction represents a saving of four 
lives. Utah came second with a 47% 
decrease and New Hampshire is third 
with a drop of 40%. Twenty states 
reduced their automobile deaths, twenty- 
five increased their fatality records and 
one state found no change in its toll. 


Striking Highway Safety Poster 
On Display in Many Communities 







nal 


Pictured above is the striking 1941 
safety poster already distributed by the 
National Conservation Bureau of the 
Association of Casualty & Surety Ex- 
ecutives to the number of 1,500 in 
twenty-four states and the District of 
Columbia. As in the past several years, 
the poster in its original theme and 
painting is the contribution of the artist, 
Hayden Hayden, to the safety movement. 

3eginning with the artist, design, com- 
pletion and distribution of the billboard 





Statistics from Florida, Indiana and 
Ohio are not yet available. 

Delaware shows the largest percentage 
of increase in fatalities for the month 
of January with 300%. The District of 
Columbia had the second largest in- 
crease of 140%; Maryland had 111.5% 
increase while Montana and North 
Dakota each had increased traffic fatal- 
ities of 100%. 


Me 


Drive CAREFULLY 


” HIGHWAY SAFETY CAMPAIGN 
CONMOUCTED BY 


posters is a combined effort of a num- 
ber of groups, centered in the conserva- 
tion bureau. The National Association 
of Insurance Agents has endorsed the 
project and its member agents in a num- 
ber of states have arranged for display 
of the posters. Outdoor advertising 
agencies donate the use of their bill- 
boards over substantial periods of time 
in strategic places. Groups of local in- 
surance agents, independent corpora- 
tions, state motor vehicle departments, 
municipal governments and others spon- 
sor the displays. A number of states 
themselves have ordered quantities of 
the posters. The Esso Safety Founda- 
tion, subsidiary of the Standard Oil of 
New Jersey, has sponsored a large num- 
ber of the posters this year for distribu- 
tion to the motor vehicle commissioners 
administrators in seven states. The con- 
servation bureau originates the cam- 
paign, interests the sponsoring groups, 


has the posters lithographed and acts 
as the distributing agency. 
J. J. Hall on Unveiling 

Predicting that before the end of the 
year twenty states in addition to the 
ones in which the posters are now being 
displayed will have joined in with the 
campaign for highway safety, John J. 
Hall, special service division director of 
the conservation bureau calls attention 
to the benefits of making the unveiling 
of the first poster in a community the 
occasion for a community ceremony in 
which municipal and state heads, police 
chiefs and prominent civic leaders par- 
ticipate and point out the need for more 
careful driving and the value of educa- 
tion in encouraging motorists to exer- 
cise reasonable care. “This year,” he 
says, “we expect to have 26,000 of the 
posters exhibited from strategic bill- 
boards throughout the country. Over the 
years this campaign has come to be 
recognized as a forceful factor in the 
whole highway safety movement. Mr. 
Hayden’s artistic conceptions of the 
tragic harvest of traffic accidents are 
landmarks in the program of progress 
toward bringing this menace under con- 
trol. His paintings bring the story 
squarely home to the man or the woman 
behind the wheel.” 





PENALTY FOR RECKLESSNESS 


Massachusetts Measure Would Cause 
Bad Automobile Drivers to Pay 
More for Their Insurance 
Representative Hollis has filed a bill 
in the Massachusetts legislature designed 
to make reckless automobile operators 
bear the insurance cost of their prac- 
tices. The bill is sponsored by the 
state’s automobile clubs. Under its 
terms drivers with bad accident records 
would be required to pay higher pre- 
miums for compulsory automobile lia- 
bility insurance. The measure provides 
for an appeals board consisting of repre- 
sentatives of the motoring public, auto- 
mobile industry and insurance companies. 
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Items from Financial Statement of December 31, 1940: 


CaPITAL . 

SuRPLUS 
VOLUNTARY RESERVE 
Loss RESERVE 
PREMIUM RESERVE . 


Aut OTHER LIABILITIES 


ToTraL ADMITTED ASSETS . . 


$1,000, 000.00 
6,000,000. 00 
119,155.92 
7,109,231.83 
2,147,806.15 
916,415.68 


$17,292,609.58 


Securities carried at $1,208,584.91 are deposited 
in accordance with law. 
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H. R. Gordon Impressed by the 
Observance of A. & H. Week 


Harold R. Gordon, Chicago, general 
chairman in charge of the Accident & 
Health Insurance Week national observ- 
ance just completed has made the fol- 
lowing optimistic prediction regarding 
the results of the week: 

“Tooked at from every viewpoint, 1941 
promises to be the biggest year that 
accident and health insurance has yet 
experienced. That this is not idle edi- 
torial enthusiasm is apparent from early 
reports received from the efforts of the 
seventh annual Accident & Health In- 
surance Week. Local associations every- 
where and individuals not situated where 
they can readily be affiliated with group 
efforts, are now aroused to making every 
week through the balance of the year 
an Accident & Health Week. 

“Keynote of this new objective goal was 
sounded on both coasts and at associa- 
tion breakfasts and rallies. In New 
York the local association long ago de- 
cided that a single week was not enough 
time in which to show results and so it 
was decided to set the entire month of 
April as Accident & Health Month. Last 
week was a warm-up for that drive. 
In Portland, Ore., the forty association 
members decided at the start of the year 
that every week in 1941 shall be Acci- 
dent & Health Week. 

Breakfast at Chicago 

“At Chicago, close relation of a city’s 
health program and accident and health 
insurance was sounded by Dr. Herman 
N. Bundesen, city health commissioner, 
who was the principal speaker at last 


Tuesday morning’s breakfast. Nearly 500 
heard Dr. Bundesen talk. Recognized 
everywhere to be one of the foremost 
authorities on matters of civic health 
and a close student of accident preven- 
tion, Dr. Bundesen called attention to 
the national defense program by declar- 
ing that proper medical care and hospi- 
tal treatment were essentials equally im- 
portant with armament and production 
of planes and ships. He called on his 
audience of insurance men to provide 
proper medical care and hospital treat- 
ment through accident and health insur- 
ance. 

“Plaudits of speakers at breakfasts 
last week were neither laudatory nor 
given as words of praise because the 
conditions called for them. They were 
uttered in full recognition of the bene- 
fits to mankind that the million of dol- 
lars of benefits that have been paid to 
policyholders in times of dire neces- 
sity when sickness and accident have 
invaded family households. 

“Estimates of the number of insur- 
ance men and women who entered into 
last week’s drive run from 50,000 to as 
many as 100,000. All of the thirty local 
associations affiliated with the National 
Accident & Health Association cooper- 
ated to the fullest extent. Larger num- 
ber of companies participated actively 
this year than in any of the six previous 
annual affairs, and their participation 
was of an active kind which sought to 
rally their agency forces everywhere to 
greater accident and health sales.” 





A. & H. Men to Explore 
Year Round Publicity 


F. M. WALTERS LEADS SURVEY 





Response to Last Week’s Observance 
Leads to Movement for 
Wide Extension 





The enthusiastic response to the wide 


publicity attained during Accident & 
Health Week this year has led to 


appointment of a survey committee to 
explore the possibilities of a further ex- 
tension of publicizing the A. & H. busi- 


ness on an all-the-year-round publicity 
program, under direction of the general 
committee. 

Expansion of the committee’s activities 
was discussed at its session in Indianap- 
olis last January and was reported ex- 
clusively in The Eastern Underwriter 
following that meeting. 

Harold R. Gordon, chairman of the 
general committee, has named the. fol- 
lowing to serve on the survey com- 
mittee: 

Fred M. Walters, General Accident, 
chairman; F. L. Templeman, Maryland 
Casualty; Clyde W. Young, Monarch 
Life; Laurence B. Soper, Connecticut 
General Life; George W. Kemper, Fire- 
man’s Fund Indemnity; E. J. Faulkner, 
Woodmen Accident; J. C. Higdon, Busi- 
ness Men’s Assurance; E. L. Stritch, Na- 
tional Life & Accident; J. M. Drake, 
Empire Life & Accident. 

The scope of the committee’s study 
will be unlimited but directed in par- 
ticular to the possibility of better in- 
forming the medical profession, legisla- 
tors and others upon the social signifi- 
cance of the accident and health busi- 
ness and their relation to it. 

The survey committee is to report back 
later in the year to the general commit- 
tee with its recommendations, 


FORD CHIEF UNDERWRITER 
Pacific Mutual’s A. & H. Man Gets 
Promotion; Active in Local 
Managers Club 
John Ford, who has handled A. & H. 
underwriting in the Pacific Mutual Life 
home office during the past fourteen 
years, has been appointed chief under- 
writer of that department. His new 
work will involve the preparation and 
supervision of underwriting rules, and 
the development of new underwriting 

and sales ideas. 

Mr. Ford is chairman of the Los 
Angeles Accident & Health Week Com- 
mittee, and is active in the affairs of 
the local Manager Club. 





Hospital Ass’n President 
Admits Limited Coverage 


How hospital service associations are 
stimulating a demand for broader bene- 
fits which only private insurance com- 
panies can provide was revealed in Min- 
neapolis by Iver Iverson, president, 
North Dakota Hospital association, in 
an address before the forty-fifth anni- 
versary sales conference of North Amer- 
ican Life & Casualty. 

“In surveys conducted in our hospi- 
tals,” Mr. Iverson said, “it is clearly 
shown that the public wants more than 
just hospitalization benefits and is wiil- 
ing to pay for such service. Yet the 
hospital service association cannot pro- 
vide this, for it is not actually selling 
insurance. It is up to the private insur- 
ance companies to provide such service.” 





MICHIGAN DEPARTMENT CHANGE 

Howard Brower has resigned as super- 
visor of casualty lines for the Michigan 
Insurance Department to join the Fidel- 
ity Health & Accident of Benton Har- 
bor, Mich. He is replaced in the Depart- 
ment by Charles W. Crane, local agent 
of Grand Rapids. 


Speakers Lined Up for 
Los Angeles Program 


NAT’L CONVENTION JUNE 23-25 





All-Day Sales Congress Set For Closing 
Day of Meeting; To Hear Dwight 
Mead and Others 





First inkling of the quality program 
to be expected at the forthcoming annual 
convention of the National A. & H. As- 
sociation, June 23-25, came last week 
with the release from Los Angeles of 
the names of some of the speakers who 
will be on the sales congress program. 
This event is a feature of the conven- 
tion’s closing day. As announced by the 
Accident & Health Managers’ Club of 
Los Angeles following a meeting of its 
convention committees the scheduled 
speakers are as follows: 

J. W. Martin, general agent, Loyal 
Protective Life at Portland, Ore., who 
has selected for his subject “Essential 
Personal Qualifications.” 

Dr. L. Henry Garland, secretary, San 
Francisco County Medical Society, who 
will speak on “Menace of Socialized 
Medicine.” 

Dwight Mead, general agent, Pacific 
Mutual Life at Seattle, whose subject is 
yet to be selected. 

George W. Kemper, superintendent, ac- 
cident and health department, Fireman’s 
Fund Indemnity at San Francisco, sub- 
ject to be chosen. 

These speakers, in. addition to those 
previously announced, will include repre- 
sentatives from each of the Pacific Coast 
accident and health associations over and 
above several from the East and Mid- 
west. 

Chairman Walter E. Mast of the hous- 
ing and registration committee, an- 
nounces that in addition to the Biltmore 
Hotel convention headquarters, the Clark 
Hotel will accept reservations from del- 
egates. 


DATA FOR CONVENTIONEERS 
Los Angeles Motor Clubs Ready with 


Information to Motorists on National 
A. & H. Meet in June 

All those who expect to travel by 
motor to the annual convention of the 
National Accident & Health Association 
at Los Angeles, June 23-25, are advised 
by the local committee that complete 
touring data, including routes, hotels, 
service stations, sight-seeing trips and 
other information can be obtained from 
the National Automobile Club, 618 West 
Olympic Boulevard or the Automobile 
Club of Southern California, 2601 South 
Figueroa Street, both in Los Angeles. 

Either of these clubs on request will 
furnish information on road conditions 
from all parts of the country to Los 
Angeles and will keep in touch with the 
travelers along the route. 

The All Year Round Club, 629 South 
Hill Street, Los Angeles, will supply in- 
formation and literature for private 
sight-seeing trips for visitors while in 
Los Angeles. 


Ebert Marks Up Thirty 
Years With Travelers 


Paul G. Ebert, assistant adjuster in 
the life, accident and group claim de- 
partment of the Travelers in its New 
York office, celebrated completion of 
his thirtieth consecutive year with the 
company, March 27. All of his service 
has been in the New York office. 

In honor of the occasion, Mr. Ebert 
was tendered a luncheon by his asso- 
ciates at which A. C. Welsh, supervising 
adjuster in charge of the claim depart- 
ment of the Travelers in New York, 
acted as toastmaster. 














Strange Coincidence 
3y a strange coincidence the 
amount of accident insurance written 
during the seventh week of a special 
campaign celebrating the seventy- 
seventh anniversary of the Travelers 
, totaled $77,700. 














H. & A. Conference Hag 
Created New Institute 


PLAN IS TO AWARD DEGREES 





E. J. Faulkner’s Work Text Book for 
Student Groups; Encourage Orig. 
inal. Study and Research 





The Health & Accident Underwriters 
Conference has reached the goal toward 
which it has been working for two years 
with the formation of the Health & Ae. 
cident Underwriters Institute. 

Under leadership of E. J. Faulkner, 
president, Woodmen Accident of Ne. 
braska, the education committee has js- 
sued a_ syllabus announcing formation 
of the institute and containing sugges. 
tions as to the manner in which home 
office study groups can be formed as 
well as procedure for such groups to 
follow. 

A twenty-two weeks’ course has been 
suggested covering various phases of 
the accident and health business and 
upon completion of the course and after 
written examination a Certificate of Pro- 
ficiency is to be awarded to each student 
who qualifies for it. 

According to Harold R. Gordon, exee- 
utive secretary of the Conference, the 
educational course contemplates the use 
of Mr. Faulkner’s “Accident and Health 
Insurance” as a text book and the syl- 
labus contains an extensive bibliography 
of additional reading material to supple- 
ment the text book. 

Degree of Fellow 

The institute also looks forward, Mr. 
Gordon says, to original study and re- 
search by students in particular fields of 
operation in the accident and _ health 
business and at the conclusion of such 
individual study the student, upon com- 
pletion of a thesis, will have a degree 
of Fellow conferred upon him by the 
institute. Several companies already 
have begun plans for study groups in 
their home offices. 

Explaining the underlying purpose of 
establishing the institute, Mr. rdon 
says: “Today, when the problem of pub- 
lic relations is receiving increasing at- 
tention, it is more important than ever 
before that the men and women who are 
actively engaged in accident and health 
insurance work should have a full under- 
standing of the broad implications of our 
business, so as to be in a better position 
to interpret the business to the public.” 





FACT vs. FICTION MURDERS 





Medical Examiner Gives New Jersey 
A. & H. Men Some Pointers 
on Autopsies 
It is a far cry from fiction murders 
to actual murders as revealed by autop- 
sies, Dr. Harrison S. Hartland, Essex 


County medical examiner, said in his talk 
before the Accident & Health Under- 
writers Association of Newark, N. J, 
recently. 

Dr. Hartland is an authority on both 
autopsies (having performed over | 
last year) and on the effects of radium 
poisoning. He said that contrary 10 
murder and mystery stories, the actual 
methods employed by murderers as 2 
rule are the “old reliables” | such as 
shooting, drowning, poisoning am 
strangulation. He displayed motion pic 
ture slides illustrating the effects of the 
different types of murders and how the 
autopsy discloses the method employed. 

He brought out the importance to i 
surance companies of tracing the identity 
of victims of murder or accidental kill 
ing, through x-rays, dental work, hand- 
writing, etc, to enable the insurance 
company to determine the disposition ° 
insurance payments. 

Autopsies, he said, are most important 
in cases of suspected suicide, where the 
autopsy frequently shows that the deat! 
was suicidal and not accidental and the 
life company is spared from double i 
demnity payments. 
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